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et's New Pay Plan For 


Agents Given In Detail 


When the largest life company in the 
orld revises every ordinary policy in 
s portfolio, revises its rate book not 
nly as to the necessary rate changes 
ut also to make it more of a sales 
ool than a reference book, and mod- 
mizes every sales aid and all its 
ales promotional literature, the magni- 
nde of the changeover is obvious to 
weryone in the life insurance field. 
But when this company, at the same 
ime, completely revises its compensa- 
ion arrangements for the entire field 
orce, and furthermore introduces an 
tirely new and basically different 
method for recognition of accomplish- 
rents, the changeover becomes epoch- 
1. It represents the result of a man- 
gement decision of the first magni- 
de. Not only is the field force vi- 
ally affected by such changes, but al- 


most every operating unit has had to 
make sweeping changes in its operat- 
ing policies and procedures. Under the 
circumstances, a certain amount of dis- 
location is inevitable. It would have 
been unrealistic to assume that over 
the New Year’s Day week-end, the 
field and home office alike could com- 
pletely put out of their minds the for- 
mer policies and compensation ar- 
rangements and be fully equipped to 
take advantage of the new ones on 
Jan. 5. 


Why Changes Coincided 


These changes were reported in THE 
NATIONAL UNDERWRITER of Jan. 2. Since 
that time, considerable interest has 
been expressed as to why the Met- 
ropolitan undertook to make these 

(CONTINUED ON PAGE 9) 





Detroit And Mich. 
Back J. B. Davis 
For NALU Trustee 


The Detroit and Michigan life under- 
writers associations have unanimously 
pndorsed the can- 
Hidacy of Joseph 
B. Davis, of De- 
roit for trustee of 

ALU. He has 
been an agent in 
Detroit for Home 
ife of New York 
or the past 13 
years. He has been 
rctive in life un- 
Herwriters associ- 
ttion affairs at the 
national, as well as 
e state and local 
levels, since 1953 and is now serving 

national committeeman of the De- 
oit association. He is past president 
bf the Life Insurance Leaders of Mich- 
gan, and is co-chairman of the state 
aw and legislation committee of 

ALU, and is also a member of 
ALU’s committees on agents’ activ- 
ties, field practices, and the special 
proup committee of NALU. 
laude Jones Is Honored 
General Agents & Managers Assn. of 
ndianapolis voted Claude Jones, retir- 
Ing general agent of Connecticut Mu- 
al and dean in years of service among 
Agency heads in the city, a lifetime, 
honorary membership at a_ special 
eeting. Mr. Jones, who was general 

ivgent in Buffalo for Connecticut Mu- 
al in the early 1940s, has served as 

president of the Indianapolis GAMA, 

hairman of Midwest Management 

‘ference, and president of the In- 
1apolis and Indiana agents. 





J. B. Davis 


pi @dependence Life & Accident has 

chased property at the northeast 

ner of Second and Walnut street, 

. two blocks from its present loca- 

mn in Louisville, and plans to erect a 

hew office building, of three floors, 

ith footings to carry several more 
f °°rs eventually. 


—_—— 
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7,208 Took CLU And 
Management Tests, 
An Increase Of 788 


PHILADELPHIA—A total of 7,208 
took 8,499 CLU examinations and 478 
management examinations in 186 ex- 
amination centers in 50 states, District 
of Columbia and four foreign coun- 
tries. 

This compares with 6,420 persons 
last year who sat for 7,531 CLU ex- 
aminations and 426 management ex- 
aminations. 

A staff of 54 professional graders 
has been assembled in Philadelphia to 
handle the record number of examin- 
ation books. The American College ex- 
pects to mail grades to candidates on 
Aug. 1. 

During the school year that ended in 
June, 8,572 persons were enrolled in 
CLU study classes and 439 enrolled in 
management classes. There were 442 
CLU and management classes in 211 
cities throughout the country. 

The number of candidates who reg- 
istered this year for the first time to 
take an examination totaled 3,427, up 
24%. Dean Herbert C. Graebner at- 
tributed a significant part of this rec- 
ord increase to the work of the “com- 
mittee of 1,000” which was developed 
last year as a personal sponsorship 
program for CLU candidates. Dr. S. S. 
Huebner, president emeritus of Amer- 
ican College and chairman of the com- 
mittee of 1,000, invited CLUs inter- 
ested in the sound and professional 
growth of the CLU program to select 
and sponsor persons they believed 
should become CLUs. In this way a 
CLU works directly with a new can- 
didate and encourages him to keep up 
with his studies and complete the ex- 
aminations. This year 588 candidates 
were sponsored by members of the 
committee. 

Dean Graebner estimates that about 
800 will receive the CLU designation 
or diploma in agency management at 
the American College conferment ex- 
ercises to be held in Washington, D. C., 
during the NALU convention, Sept. 
11-16. 





Fitzhugh Named Head 
Of Metropolitan Life 


Canadian Operations 

Gilbert W. Fitzhugh, who from 1946 
to 1948 was second in command of 
Metropolitan Life’s 
Canadian opera- 
tions, has returned 
to Ottawa as head 
of the Canadian 
home office, this 
time with the title 
of vice-president 
and general man- 
ager. Named to 
succeed the late 
Brooke Claxton, 
Mr. Fitzhugh has 
been vice-presi- 
dent in charge of 
company planning and development at 
the home office in New York since 
1958. 

Mr. Fitzhugh, a fellow and governor 
of Society of Actuaries, joined Metro- 
politan in 1930, and in 1939, after suc- 
cessive promotions in the actuarial di- 
vision, achieved officer status and was 
named assistant actuary. Seven years 
later, he became assistant general man- 
ager at the Canadian home office. He 
returned to the New York home office 
as 3rd vice-president in 1948, becom- 
ing 2nd vice-president five years later. 

He has served on several committees 
of Society of Actuaries and of Ca- 
nadian Life Officers Assn. 


Surety Life of Salt Lake City had a 


19.5% increase in paid life volume dur- 
ing the first six months of 1960. 





Gilbert W. Fitzhugh 


Travelers Health 
Brief Challenges 
FTC Jurisdiction 


In New Approach, Insurer 
Says Non-Licensing States 
Already Control Advertising 


Within the meaning of the McCar- 
ran-Ferguson Act (public law 15), 
the Federal Trade Commission has no 
jurisdiction over the advertising ac- 
tivities of a mail-order insurance com- 
pany operating in states extra-terri- 
torially, because such states them- 
selves regulate the company’s adver- 
tising, Travelers Health Assn. argued 
in its latest brief to the U.S. court of 
appeals at St. Louis. 

In March, the U.S. Supreme Court, 
in vacating an earlier appeals court 
decision in FTC vs Travelers Health 
Assn., ruled that though Travelers 
Health’s home state, Nebraska, had a 
law purporting to control its actions in 
other states, the soliciting of business 
in other states was not thereby regu- 
lated by state law in the sense re- 
quired by public law 15, if such ac- 
tivities are to be exempt from FTC 
jurisdiction. The Supreme Court or- 
dered the case remanded to the lower 
court for “further proceedings con- 
sistent with the view of this deci- 
sion.” The lower tribunal recently 

(CONTINUED ON PAGE 27) 

















The general agents association of Northwestern Mutual Life last week in- 
stalled a silver plaque in the lobby of the home office, honoring Edmund 
Fitzgerald, retired chairman, former president, and now a trustee and member 
of the executive and finance committees. The plaque was unveiled during the 
80th annual meeting of the company Assn. of Agents. 

Frank R. Horner (center), general agent at Madison and 1959-60 president of 
the general agents association, represented his organization. Donald C. Slichter 
(right), Northwestern Mutual president, accepted the plaque on behalf of the 
company. Mr. Fitzgerald is at the left. The plaque reads: 

“Edmund Fitzgerald: Vice-president, president, and first chairman of the 
board of trustees, Northwestern Mutual Life; August 1, 1933—March 31, 1960. 
His warm humanity has earned the affection of all his associates. His genius for 
organization has given the company superlative efficiency. His strong leadership 
and personal devotion to the highest standards of trusteeship will inspire and 
guide all who follow.” 
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Size And Basis Of Mutual-Fund 


Management Profits Draw Fire 


The “substantial profits” paid to mu- 
tual-fund management companies and 
the practice of 
basing manage- 
ment fees on size 
of assets instead of 
on capital-appre- 
ciation perform- 
ance were criti- 
cized by L. Doug- 
las Meredith, 
executive vice- 
president and fi- 
nance committee 
chairman of Na- 
tional Life of Ver- 
mont, at the com- 





L. Douglas Meredith 
pany’s President’s Club conference in 
Montreal. 

Mr. Meredith pointed out that the 
source of profit to the management 
company is a management fee paid 
by the fund, and it normally approx- 


imates one-half of 1% of the fund’s 
average net assets. Since the cost of 
giving investment advice is no greater 


for an investment of a million dollars 
than for $100,000, management com- 
panies have enjoyed handsome profits 
as the assets of mutual funds have 
risen. 


10 Times As Much 


If National Life’s portfolio were 
managed independently on this basis, 
Mr. Meredith observed, the fee this 
year would be about four million dol- 
lars. By way of contrast, the budget 
for the company’s investment depart- 
ment for 1960 actually is $480,500, or 
about one-twentieth of 1% of the value 
of the assets. 

The size of management fees has 
been subject both to public censure 
and to criticism by the Securities & 
Exchange Commission, the speaker 
noted. In part, the criticism is based 
on the fact that management fees 
should bear more relationship to 
performance in the way of capital ap- 
preciation rather than being calculated 

(CONTINUED ON PAGE 14) 





AT CREDIT INSURERS’ RALLY 


1961 Congress Seen 


Enacting A Credit 
Disclosure Measure 


Congressional enactment of a fed- 
eral law requiring disclosure to bor- 
rowers of all credit charges and per- 
haps even insurance premiums was 
forecast as probable during the 1961 
session of Congress by Milton P. Sem- 
er, counsel of the Senate banking and 
currency committee, in an address to 
Consumer Credit Insurance Assn. at 
its convention in Hot Springs, Va. 

A banking subcommittee has al- 
ready approved the measure, but be- 
fore the bill receives final approval, 
the full committee must resolve the 
treatment of credit life and A&S pre- 
miums in relation to over-all finance 
charges involved in time-payment 
contracts. Passage, therefore, can hard- 
ly be expected during the legislative 
jam of the short session of Congress 
that begins Aug. 8, Mr. Semer said. 

Dwight W. Hollenbeck, president 
Credit Life, Springfield, O., was elected 
president of the association to succeed 
William F. Martin, vice-president 
Stuyvesant. who was named chairman. 

Other officers elected were Charles 
L. Kopp, counsel Pacific Fidelity Life, 
financial vice-president; Charles T. 
Hargrove, executive vice-president 
American Bankers of Miami, 1st vice- 
president; William J. Walsh, general 
counsel and treasurer, and William M. 
Busch, secretary. 

Effective “loss control,” a key factor 
in retrospective automobile physical 
damage underwriting, can be achieved 
through careful reviews of each indi- 
vidual account and close personal con- 
tacts with highly qualified agents, Mr. 
Martin told the convention. 

A new approach by Stuyvesant, 
pegged to the basic principles that 
large volume business is generated 
throvgh big agencies in large metro- 
politan areas, has proved highly suc- 
cessful since undertaken three years 
ago. he said. 

The company’s volume of automobile 
business has increased 200% over 
1958, as against an increase in un- 

(CONTINUED ON PAGE 23) 





Life Companies Inc. 
To Spin Off Lamar Life; 
Stock Split Voted 


Directors of Life Companies Inc., the 
holding company owning Lamar Life 
and Atlantic Life, have proposed a dis- 
tribution of Lamar stock to Life Com- 
panies stockholders. About 98,500 of 
the outstanding 100,000 shares of La- 
mar Life are owned by Life Compan- 
ies, which is in turn about 80% owned 
by Murchison Bros. of Dallas. Life 
Companies stock is said to comprise 
the largest single Murchison family 
group holding. 

As part of the proposed spin off of 
Lamar stock, Life Companies directors 
are proposing a 5 for 1 stock split of 
Lamar, reducing the par value of the 
shares from $10 to $2. Stockholders of 
Lamar will meet Aug. 12 to approve 
the reclassification of the stock. The 
distribution will be made to _ stock- 
holders of record Aug. 15. Terms of 
the distribution provide that Life Com- 
panies stockholders will receive one 
share of the new Lamar stock for 
every four shares of Life Companies. 


FCC Approval Needed 


The move is contingent upon the 
approval of the Federal Communica- 
tions Commission because of Lamar 
Life’s ownership of radio broadcasting 
facilities. It is expected that this ap- 
proval will come through by Aug. 22. 

In a statement to Life Companies 
stockholders, President John D. Murch- 
ison said that the spin off would be 
advantageous to stockholders because 
Lamar Life is a separate operating 
entity distant from the headquarters 
of Life Companies. 


To Retire Preferred Stock 


At the same time, Mr. Murchison 
announced that the directors had voted 
for redemption of the holding com- 
pany’s 5% prior preferred. A bank loan 
will be made to finance the move, 
which will cost the company about $2,- 
400,000. 

The resultant corporate simplifica- 
tion will leave Life Companies with 
100% of the stock of Atlantic Life and 


Insurograph, a manufacturer of avia- 
(CONTINUED ON PAGE 23) 


Jamison Wins 
Nw Mutual Honors 
3rd Year In Row 


Winners of the highest awards—the 
general and district agency achieve- 
ment cups—which can be won by 
agencies of Northwestern Mutual Life 
for sales during the agents’ fiscal year, 
were presented at the 80th annual 
meeting of Assn. of Agents of the 
company last week at Milwaukee. 

The general agency achievement cup 
was awarded the J. H. Jamison agency, 





J. S. Stobbelaar 


Chicago, for the third consecutive year. 
The agency scored 842% points out of a 
possible 1,000. In second place among 
the 96 general agencies was the John 
S. Stobbelaar agency Denver. 

The William E. Bick district agency, 
Marinette, Wis., associated with the 
Koch general agency, Appleton, won 
the district agency cup by scoring 8.6 
points out of a possible 10. In second 
place among the 256 district agencies 
was the Leslie R. Fowler agency, Boul- 
der, Colo., associated with the Stob- 
belaar general agency, Denver. 

Both cups are awarded for per- 
formance which is rated with a graded 


point system that includes sales, poli- 
(CONTINUED ON PAGE 23) 


J. H. Jamison 


August 6, 


Mass. Mutual Tells 
Brokers lis Stand 





On Group Commissi 


Massachusetts Mutual Life has 
stated its policy as to the paymen 
commissions on group cases in a bh 
tin soon to be released to brokers. 
ident Leland J. Kalmbach also tog 
strong stand on this subject at 
company’s recent Leaders Club 
ference. 

The bulletin, which will be distr; 
ted to some 18,000 brokers, outlines 
policy as follows: 

1. Massachusetts Mutual does 
quote on a group insurance case yj 
out including full-scale commissions 
its cost quotation. 

2. No business, ordinary or gr 
is accepted for which the agent ofp 
ord is not to be paid full commissj 
according to a standard schedule 
commissions. 


Has Declined Business 

3. The company has declined 
stantial group insurance business , 
fered on a “non-commission”’ or “fin; 
er’s fee”’ basis. 

4. Massachusetts Mutual is an ag 
company with working contracts wi 
more than 2,000 agents and enjoys m 
tually satisfactory business relatig 
with hundreds of brokers. 

5. The company welcomes inquiri 
by agents and brokers to clarify gro 
commission arrangements before sz 
negotiations are completed. 

The company points out that 
policy has been in effect since its en 
into the group field in 1946 and th 
every premium dollar for its group li 


and group casualty insurance now j 


(CONTINUED ON PAGE 26) 








discusses a Il 
point on Northwestern National Life’s 75th anniversary Bowl of Life with Jd 


S. Pillsbury Jr., president of the company. The bowl, largest single piece of g 


produced by Orrefors of Sweden, gets its name from the ten-phase cycle of 
design engraved on its perimeter. One unit of the design is engraved on each 





c 
2 


ugust © 


10 smaller bowls which will eventually be presented to Northwestern’s top 
agents for 1960. The bowl is some 25 inches in diameter and weighs 77 pou! 


The engravings are entitled infancy, childhood, youth, girlhood, love and mam; 
age, motherhood, parenthood, the career years, the matronly years and love! 
eternal. The Swedish glass company encountered major problems in attemptii 


to produce the large bowl. It was necessary to cast 14 bowls before one was P 
duced which met the firm’s quality standards. Special equipment was made 


a total of 300 man hours were utilized on the engraving process. The large b¢ 


will go on permanent display in Northwestern’s home office. 
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TRAINING SCHOOLS? 
you bet we have them! 


We have them at regular intervals, at places like Hershey, Pa. ; 
Starved Rock, Illinois; Austin, Texas; Grand Canyon, Arizona. 
And the “graduates” are bubbling with enthusiasm. 

Here are a few comments: 


The best thing that ever happened.—Detroit 
The schools have been a real help.—F remont, Neb. 
The school has done more for me than all the individual studying 
I have ever done.—Fort Smith, Ark. 
The school rejuvenated this whole division—Mankato, Minnesota 
I learned much that has been helpful. This has been my best month. 
—Lindale, Texas 
A must for a new man.—Salt Lake City 
I found the school a tremendous help.—Phoenix, Ariz. 
Has put me on the road to financial success.—Tucson, Ariz. 
More business in the six weeks following, 
than in the previous year.—Peoria 


An agent cannot long travel at a faster gait than the company he represents 

















Lhe Friendly 
IIRANTRILION ILIIFIE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Jbree Billion Eight Hundred Million Dollars of Insurance in Force 





<ated Substandard 
Basis For A&S Risks 
Is To Be Utilized 


Continental Assurance is extending 
the principle of rated substandard un- 
derwriting to the field of non-cancell- 
able A&S insurance. 

The company notes it does not intend 
to offer a “special” or a cancellable 
form of contract; nor will the rate 
structure have an “escalator” provision. 
Impaired risks will be offered a policy 
from Centinental’s standard line of 
non-cancellable A&S contracts. There 
will be no alterations and no special 
restrictions. 

Clifton L. Reeder, vice-president and 
medical director, states: “Substandard 
applied to life insurance, as most every- 
one understands, simply seeks to ap- 
praise an impairment from the stand- 
point of average mortality and to apply 
a counterbalancing extra rate. Our ba- 
sic questions become a matter of how 
much more frequently an impaired 
risk is likely to be disabled and how 
much longer he is apt to remain on 
our claimants’ role beyond average ex- 
perience.” 

Ratings over and above standard pre- 





Southern Cal.-Arizona 
Handbook Published 


A new Underwriters Handbook of 
Southern California and Arizona 
has just been published by the Na- 
tional Underwriter Company. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
these states. Copies of the new 
Southern California and Arizona 
handbook may be obtained from the 
National Underwriter Company at 
420 East Fourth Street, Cincinnati 
2, Ohio. Price $15. 














miums will range from 25% to 150%, 
depending on the nature, severity and 
normal history of an established im- 
pairment. The company’s underwriters 
must discard shy attitudes toward 
blood pressure, hernias, slipped disks, 
EKG abnormalities, kidney diseases, 
bronchitis and even cancer and tuber- 
cular histories, Dr. Reeder said. 

“Our claims people heartily dislike 
waivers, just as we do in underwrit- 
ing,” the medical director stated. “All 
too frequently we find ourselves in an 
unhappy twilight zone where it is dif- 
ficult to agree with a claimant on the 
degree to which a waivered impair- 
ment has influenced his claim. We are 
seeking a solution and a better way.” 


Prepare Agenda For Annual 
Parley Of NAIC Zone 4 


DES MOINES—The annual meeting 
of Zone 4 of National Assn. of Insur- 
ance Commissioners will be held in 
Des Moines Oct. 2-4 with headquarters 
at Hotel Fort Des Moines. Among the 
dignitaries invited to address the con- 
ference are Iowa Gov. Herschel Love- 
less and NAIC President Sam N. Beer- 
ry of Colorado. 


Concurrent Meetings Scheduled 


The eight states comprising zone 4 
are Illinois, Indiana, Iowa, Michigan, 
Minnesota, Wisconsin and North and 
South Dakota. The commissioners and 
their staffs will meet Oct. 2 in execu- 
tive session. This will be followed the 
same afternoon by executive sessions 
of staff sub-committees. Concurrently, 
life and fire-casualty industry meet- 
ings will be scheduled. 

General sessions are scheduled for 
both morning and afternoon of Oct. 3 
and the morning of Oct. 4. 

A reception and social hour will take 
place the evening of Oct. 2. The next 
day there will be a luncheon as well 
as a social hour and dinner that eve- 
ning. 

More than 300 are expected to regis- 
ter for the meeting, according to J. D. 
Kent Jr., assistant to the president of 
Western Mutual of Des Moines, gen- 
eral chairman. 





SIXTEEN YEARS NINE YEARS 
Finck Dorman M. A. Kennedy 
Nate Kaufman A. M. Klinefelter 
FIFTEEN YEARS D. E. Plunkitt 
Jim Fusco E. Lowell Rife 
Ernest Herzog 

E. T. Russell EIGHT YEARS 
FOURTEEN YEARS J. H. Ardrey, Jr. 
Francis Davis John Botti 

D. R. Johnson R. A. Mitchell 
THIRTEEN YEARS sey 
Louis M. Carr W.E tell 
ELEVEN YEARS —- 

E. K. Druart SEVEN YEARS 
Russell Farmer Guy Fairfield 

C. B. Ingram, dr. A 

A. R. Meyer sicsianchadeied 
TEN YEARS SIX YEARS 


James B. Lee 
Joe Rowekamp 
M. J. Shanley 


Harry Fleenor 
Curt McClelland 
Ken Sheppard 





WALTER H. HUEHL, President 
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congratulations... 


NWQA WINNERS 


“Quality” has been our goal since organization. We congratulate our winners 
of the coveted National Quality Award honor. 


ARNOLD BERG, C.L.U., Agency Vice-President 


FIVE YEARS Tom O'Haver 

H. O. Dean F. D. Patterson 

M. E. Race Don Remington 
Ruth Russell 

R. J. Schwab ONE YEAR 
David Gallagher Gene Bennett 
‘FOUR YEARS Carroll Bryant 
Gene Tharpe C. J. Hynes 

Marion Henry Charles Keaton, dr. 
J. Ronald Scharer Carl Luken 


Noel Manning 
Everett May 

W. R. Neis 

F. J. O'Leary 
Robert Stallard 
John Simms, dr. 
David Stine 

Ken Urso 

Roy L. Vinson 


‘Lloyd Sellers 


THREE YEARS 
Edward Biering 
Harold Howenstine 
Glen Macaux 
Gordon Meisner 
Hayden Parker 
Jack Peckinpaugh 


TWO YEARS Jack Watson 
Richard Carey Don Wendt 
Louis O. Carr Howard Wallin 





COMPANY 
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ES in Colo., Conn., Fla., Ul, Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D., Tenn., Tex., W.Va.,Wis. 
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Union Central Expands Chime System 


Ss 


John A. Lloyd (right), pres 


the ceremony. 


Union Central Life has completed 
the installation of the largest single 
system of repeater chimes stations in 
the U. S., according to John A. Lloyd, 
president. For three and one-half years 
the music of chimes has originated 
from the Union Central Building tower 
in the heart of downtown Cincinnati. 
Now, amplifying sub-stations have 
been laced in seven suburbs dotting 
the seven hills of Greater Cincinnati. 

The chimes are played by tape and 
record on an electronic system located 
in the company’s main building and 





ident Union Central Life, throwing switch w 
cut in the extension of the chimes to College Hill, a suburb of Cincinnati. He 
Klocke, owner of the building in which the chimes sub-station is located, y 
Adolph Schaeffer, president College Hill Business Men’s Assn. participated jmes 
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are connected by leased  telephg 
lines to the suburban stations. Sim 
taneously throughout the city at 9 
noon and 5 p.m., the chimes annoy 
the hour and play two musical sely 
tions. 

On holidays patriotic music is fg 
tured; at Easter, Easter music is pla 
throughout that week; Jewish hyn 
are played on appropriate Jewish hy 
days; and on the occasions of my 
festivals, symphony, or summer ope 
familiar melodies associated with the 
musical events are featured. 

































Consider 28% Boost In 
Blue Cross Rates In O. 


Superintendent Stowell of Ohio said 
Blue Cross in southwestern Ohio will 
need some adjustments in its rate 
structure, “but we do continue to 
have some reservations about the 
amount of the increase,” after he and 
Sheldon L. Greene, chief enforcement 
officer of the department, conducted 
a hearing in Cincinnati on the 28% 
rate rise requested by Hospital Care 
Corp. He indicated there would have 
to be more conferences with Blue 
Cross and hospital officials on how 
the 28% factor was reached. He ex- 
pected to make his decision by Aug. 3. 

Paul E. Martin, consultant actuary 
of Hospital Care, said in his detailed 
testimony that the basis of the 28% 
consisted of 5% for increased room 
allowance on the standard contract 
and 23% for increases in costs. 

In a 61-page application for the in- 
crease, Earl H. Kammer, executive 
vice-president of Hospital Care, stated 
that in 31 months ending last March 
the average hospital bill increased 
20.8%, admissions increased 12.7%, 
and total days of care increased 40.8%. 
He brought out that delay in granting 
the increase, caused by the hearing, 
would cost Blue Cross $880,000 which 
cannot be recovered. 


State Mutual Life Boosts 
Its Non-Medical Limits 


State Mutual Life has increased its 
non-medical limits on insured to age 
30. Limits above age 30 have not been 
changed. 

The following limits have been 
adopted: insured age 0, $15,000; ages 
1-30, $25,000; ages 31-35, 15,000; ages 
36-40, $5,000. Formerly, State Mutual 
issued only $5,000 at age 0 and $15,- 
000 at ages 1-30. 

A child age 0, having been issued a 
limit of $15,000, will be eligible at age 
1 for an additional $10,000 on a non- 
medical basis. Limits at all ages will 
be renewed subsequent to a regular 
medical examination. 
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Audio-Visual Tool Tells. siicnt 
Investment Concept fo se: 

“Money When It Really Matters,” a, §99 bil 
audio-visual presentation, is being ¢ ‘ 
fered by Lane Enterprises of Denv@’ idend 
for selling the investment concept @ The cur 
life insurance. above the 

The film and record illustrates tifact that i 
basic ideas which lend themselves fplicyowne 
a prestige type of investment preging: “It is 
entation and is designed to meet confof our com 
petition from mutual funds and sith projec 
curity houses. Developed after extegbf a Nor‘ 
sive research and consultation wiffife policy, 
life insurance men, the presentation fsand. Todé 
directed to a universal audience, Jmore than 
excludes weeping widows, hard-heaf@ll-year co 
ed bankers and hungry children agpi was $2: 
can be shown to all prospects. $5.84—a 

In addition to being a sales tool, fi Rates 1 


presentation serves a dual purpose @isitions 
a training aid for new agents and c@plichter re 
be used to inculcate the theory of tartment | 
product as a protective device withfew mone) 
guaranteed investment aspect. lor expense 
The presentation can be _ obtaingacquisition 
from Lane Enterprises, 2145 Sovghis is in 1 
Clermont, Denver 22, Colo. higher mot 
cy loan diy 
Receives Face Amount Offi”. 


Policy He Bought In 1900 fumter o 

In 1900, when David A. Powers ® tate o 
Williamsburg wa; 3) vear: 04. he ny and t 
chased a policy frcm State Mutual Lif” that dat 


of Georgia. More than 60 years lat@? ‘urrent 
he has received a check for the f a ot 


amount of that policy from Price 
Cross and Lawrence A. Garner, ext"? 6% %. 
utive vice-president and vice-presidegNot A New 
and treasurer, respectively, of Sta : 
Mutual of Georgia. Mr. Slict 

When State Mutual of Georgia W 
chartered in 1936, it reinsured all 
the outstanding policies of State Mi 
tual Life and thus Mr. Powers becall 
a policyholder in the present 25-yé 
old company. 


wal’s proc 
iesigned tc 
investing, ‘ 
Dhave av; 
stong cash 
merchandis 
people, bu 
hat some 
re giving 


Northwestern National Life rep0 
June new life sales of $18,368,000 


company’s best month this year. Ju _ | 
sales were up 44% over April and sires = 


ahead of May. 
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TConservatively Progressive’ Advance 








meressive. We have innovated and 





slichter Describes Northwestern Mutual's 





gust &, 1960 LIFE INSURANCE EDITION 


but this did not last long. Witness the 
revolution that is taking place today in 
the automobile industry. People are 
seeking efficient, economical and com- 
fortable transportation through the 


some of the factors in the growth whether they be tangible or intangi- so-called compact cars, with the amaz- 
f Northwestern Mutual Life were ble,” Mr. Slichter declared. “He may 18 result that it is estimated nearly 
pmmented on by President Donald be temporarily misled or his view- half of 1961 production will probably 
michter in his address to the annual point clouded, but this is usually for sae this type car. 

eeting of the company’s Assn. of a short spell. For example, for a few | “Our own Northwestern sales trends 
sents at Milwaukee last week. years his viewpoint and appraisal of indicate that people appreciate true 
“We have moved ahead strongly the economics of transportation, the Values in life insurance, too. They re- 
#hout fanfare or shallow, catch-as- use and function of the automobile, alize that competing forces such as 
Mch-can merchandising tricks,” he were thrown off balance by such things mutual funds are not the true answer, 
“We have been conservatively as eye appeal, status indicators, etc., and at best can only be a partial solu- 


5 


tion, and perhaps a rather hazardous 
one at that. 

“The gyrations of the stock market 
in the past few years have been much 
more violent than the changes in the 
cost of living which stock prices were 
supposed by many to .hedge against. 
Living costs have moved less than 2% 
in the past year; many stocks have 
declined 20%-30%-40%. The prices of 
stocks—and that is what we mean by 
the stock market—can go down as well 
as up, and a great many of them have 
done just that within the past 12 

(CONTINUED ON PAGE 19) 








ineered in significant and meaning- 
jareas . . . quantity earned savings, 
graduated premium life, for ex- 
mple. 






witch Whig, pts Broader Risks 

nnati. He ; 

located, g “We have expanded our willing- 

rticipateggpess to accept broader underwriting 
isks, but only after our own research 

has proven we are able to write classi- 
















1 telepha.g and accidental death benefits 
lons. Sim#tnout inflicting additional costs on 
ity at 9ahicting policyowners. We did not 
es annoy 





ilindly follow the practices of other 
mpanies; we developed our own 
practices, procedures and methods so 
hat you could offer these additional 
rervices Without inflicting one penny 
pf extra cost on present policyowners. 
That test, we believe, is one of the 
damental principles of trusteeship 
ina mutual life insurance company.” 
In each of the last eight years 
orthwestern Mutual policyholders 
ave received increased dividends, 
yl Tells Mr, Slichter commented, and at the 
kame time insurance in force in the 
ept past 10 years has gone from $6.3 billion 
Matters,” ty $9.9 billion. 
Sf De ppividend Seale Up 45%. 
concept @ The current dividend scale is 45% 
above the 1950 scale. “That’s a hard 


usical sele 
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ustrates tifact that is of vast importance to our 
emselves §olicyowners,”’ Mr. Slichter said, add- 
‘ment preging: “It is of course a fact that none 
) meet comof our competitors can match.” In 1950 
ds and sath projected 10-year surrender cost 


after extembf a Northwestern Mutual ordinary 
tation wiglife policy, age 35, was $33.07 per thou- 
>sentationfsand. Today it is $9.87—a decrease of 
1udience, Bmore than 70%. The 1950 projected 
hard-heagll-year cost of a 65 life policy at age 






























hildren agi was $28.33 per thousand. Today it + oa 
ects. $5.84—a decrease of just under 80%. tAuthority: 
les tool, ig Rates on 1960 mortgage loan ac- The National 
purpose @uisitions have exceeded 6%, Mr. : 
nts and c@plichter reported. The securities de- Underwriter \ 
eory of tartment had an average return on 
vice withfew money of 5.68%. With adjustment Based on /1/ 
pect. or expenses of servicing large security Companies 
ye obtaingecquisitions as against mortgage loans, Reporting 
2145 Sougthis is in net terms very close to the 
" higher mortgage loan figure. The pol- 

cy loan division in the first six months 
unt Of oaned an average of more than $1.133 

milion each week. “Obviously a 
1 1900 Bumber of our policyholders find the 
- Powers" Tate on all contracts issued since 
od. he ny89, and the 6% rate on policies prior 


Mutual Li othat date, quite attractive compared 


years lati’ current bank rates, which range 


or the f 
m Price PUY to the very best borrowers, to 


irner, exept 6% %.” 
-e-presideyNot A New Discovery 


y, of St Mr. Slichter said Northwestern Mu- 
wal’s product “has been specifically 

















one . iesigned to attract orderly saving and The 
| Stal investing, and through such a process 2 
ers Wale have available the manifold uses of 


ent 25-yé 
people, but I am pleased to observe 
uife repo 
68,000—4 


year. Jul 
ril and 26% 


mportant fact.” 
‘The average American seeks and 













































tom the prime rate of 5% available cee 


















Report from Chicago... 


























XE ee 54,490,686 - 
Bankers Life, Neb..................000.-.. .... 673,840,980 
North Amer. Co. for L., A. & H...... ..... 673,410,739 
Ms 63 poston dedevocsé canes 58,654,521 
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Growth and progress . . . dramati- 
cally portrayed by The National 
Underwriter’s latest rankings of 
717companies—North American 
up 65 positions over the previous 
year! 


This is a typical North Ameri- 


can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re- 
insurance) were up 2507 over 
the first four months of 1959. 


At North American Total- 


Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 


Whatever the aim may be in 


life—or A&H sales—The North 
_ 4 American’s positive performance 
: - spells success! 


*Total-Quality is the mark of 


| _. os distinguished products by North 
‘. American since 1886. 





a NORM AMERICAN COMPANY 
merchandising discovery for our field 


hat f tit t last 
Diving or oy meee pat ~ for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 


lesires worthwhile, lasting values, Operating in 48 states and District of Columbia 


Now over $700,000,000 in force 






-iisburgh Agents 
nlect E. F. Haldeman 


. fe 3 
in Season’s Finale 

Edward F. Haldeman, State Mutual 

fe, was elected president at the fi- 
nal meeting of the season of Pitts- 
burgh Life Underwriters Assn. 

Warren R. Grocott, Prudential, was 
named Ist vice-president; J. Donald 
Cannon, Massachusetts Mutual, 2nd 
vice-president, and George W. Klingen- 
smith, Midland Mutual, treasurer. Wil- 
liam F. Leax remains executive secre- 
tary. 

Billed as “Four New Stars on the 
Horizon,” Ryan Beighley, Lincoln Na- 
tional Life; Kenneth Martin, New York 
Life; Richard Fennell, Life of North 
America, and Frederick Scribner, Pru- 
dential, were the principal speakers. 
Mr. Martin spoke on work habits 
and Mr. Beighley gave his thoughts as 
to how “Lives” helped in his produc- 
tion. Mr. Fennell outlined his ideas on 
“Market,” specifically in terms of bus- 
iness insurance. Mr. Scribner empha- 
sized the importance of cash value 
insurance and savings plans. Mr. Can- 
non was moderator. 

Mr. Grocott recognized 33 agencies 
that had attained 100% membership in 
the association and noted that its total 
membership now stood at 1,311—fourth 
largest in NALU. 

French Consultants Tour 
John Hancock H-me Office 

A delegation of nine French man- 
agement consultants visited the John 
Hancock home office to view and dis- 
cuss the company’s electronic compu- 
ter installations. The group is on a 
month-long tour of the United States 
for the purpose of studying automation 
in office management. 

The French representatives were en- 
tertained by President Byron K. Elliott 
and other company officers at a lunch- 
eon, and during the day met with them 
in discussions and tours of data pro- 
cessing areas of the home office. 


Life Policy, Annuity 
Benefits In First Five 
Months $3,386,700,000 


Benefits to American families from 
their life insurance policies and annui- 
ties totaled $3,386,700,000 in the first 
five months of 1960, a gain of $248.3 
million over the same period in 1959, 
according to Institute of Life Insur- 
ance. Benefits for May and the five 
months break down as follows: 





MAY 

1960 1959 

(000 Omitted) 
Death Benefits ............. $ 285,600 $ 241,300 
Matured Endowments .. 57,700 48,700 
Disability Payments ..... 10,200 10,100 
Annuity Payments ......... 60,100 52,900 
Surrender Values 139,000 119,200 
Policy Dividends 120,900 109,800 
EE So ieniis $ 673,500 $ 582,000 

FIRST 5 MONTHS 

1960 1959 

(000 Omitted) 
Death Benefits ............... $1,424,400 $1,295,400 
Matured Endowments .. 296,400 282,100 
Disability Payments ..... 52,000 50,800 
Annuity Payments .......... 282,700 


Surrender Values 
Policy Dividends ...... 
Total 


OK Surety Lite Stock Dividend 

A 50% stock dividend was approved 
by stockholders of Surety Life at a 
special meeting in Salt Lake City. The 
dividend will be paid Aug. 15 to 
stockholders of record Aug. 1. This is 
in addition to the $1 cash dividend 
paid June 28. 

Surety Life insurance in force in- 
creased from $61,506,290 on Dec. 31 
to $68,584,385 on June 30, a net in- 
crease of $7,078,095. 


National Fidelity Life has added two 
guaranteed renewable hospitalization 
policies available on both individual 
and family group basis. The plans, 
which provide up to $20 a day for 
hospital room, are available from ages 
0 through 64. Guaranteed renewable 
for life, the policies provide coverage 
up to 365 days in the hospital for each 
sickness or accident, pay all of the 
first $100 of miscellaneous hospital 
expense and 75% of the next $2,509. 
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Insurer executives seen during the six-week study course of Colum) 
University at Harriman, N. Y. are (from left) Elgin E. McLean, 2nd vig 
president, Equitable Society; Earl C. Thompson, vice-president, Atlantic Mut; 
Jack T. Kvernland, 2nd vice-president of the north central office of Prudent 
John C. Timmermann, vice-president, Metropolitan Life; standing, James} 















Devitt, director of group operations, Mutual of New York; Richard G. Chilegjj 
vice-president and manager of operations, Nationwide General; and Wilson 
Underwood, 2nd vice-president, New York Life. 

The course, attended by executives of many industries and businesses, 
held on the Harriman campus of Columbia University, 50 miles north of 
York City. The session, for senior executives, covered problems of inten 
administration, economic forces affecting business leadership, and eff 


executive action. 





Buys United Reserve Life Control 

American Pacific Life of Honolulu 
has purchased the controlling interest 
in United Reserve Life of Billlings, 
Mont. Details of the purchase were not 
made public. United Reserve Life oper- 
ates in Montana, North Dakota, Wash- 
ington, Oklahoma, Arizona and Neva- 
da. The present management will con- 
tinue in charge. 


Western Security of Oklahoma City 
has been licensed in California. 








These 
facts 
can make © 
_ your future 


Right Now—get the facts on a 


NEW APPROACH 
TO YOUR PROFESSIONAL CAREER 


as a General Agent of the Central Standard Life 
Insurance Company ... offering you a new Career 
Contract with... 


Completely Vested Renewals for the 
premium paying period of the policy 
Substantial Override for General Agents 


Accident and Sickness Plans - - 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


“The secret of success is Constancy to Purpose” 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 
Agency Director. 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

¢ liberal underwriting 





Benjamin Disraeli 


In Force: $357,405 ,420 
Assets: $107,284,880 
Surplus: $14,591,874 








CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


Founded 1905 


211 W. Wacker Drive 


Life «- Accident - Sickness 


Chicago 6, Illinois 





Changes At Mo. Fidelity Life 


ST. LOUIS—Control of Missouri F 
delity Life, formerly a stipulated pr 
mium company, has been acquired }j 
a new group and the company license 
as a legal reserve company with $25), 
000 capital and surplus. The head of 
fice has been moved to St. Louis. 

Jack L. Lewis, president, joined Mu 
tual of Omaha in 1947 at St. Louis 
became associate general agent, and ij 
1957 joined National Security Life 3 
Indianapolis as vice-president, resign 
ing this year to head the group reor 
ganizing Missouri Fidelity as a leg 
reserve company. 

Warren Block, director of sales, ha 
been manager of the charter inves 
ment department of National Security 
and previously was assistant direct 
of agencies and sales supervisor @ 
Harrison National Life. He began wit! 
Equitable Society nine years ago. 

Elmer H. Gerlitz, secretary, bega 
in the business 15 years ago as a@ 
agency cashier for Kansas City Life 
He served as home office cashier ani 
office manager for the old Missouri 
St. Louis beginning in 1944. He wi 
recently assistant to the vice-presiden} 
in charge of field administration fo 
Western & Southern. 

William P. Ronan, formerly wi 
Illinois Mid-Continent at Chicago, haj 
been named general agent at Kansi 
City; Benjamin and Kenneth Johnsot 
formerly with Harrison National, at 
co-general agents for St. Louis, ane 
Earl W. Kirchhoff, general agent 4 
Cape Girardeau. 


Additional Speakers Announced 
Two more speakers have been 4b} 
nounced for the Midwest Manage 
ment Conference at French Lick, Ind. 
Oct. 27-29. They are Robert Woods 
Massachusetts Mutual general agetlj 
at Los Angeles, and Lee A. Buch 
Michigan general manager for Ne¥ 
York Life. 
Speakers announced previously a 
Frank Brennan, New England Life 
Kansas City; Brice McEuen, vite 
president, Lamar Life; and R. F. Mills 
economic analyst, Indianapolis. 
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ttion [South Dakota Leads 
i States In June 


i 





Ordinary Increase 


South Dakota’s percentage increase 
. June ordinary sales led the other 
tates, With Nebraska in second place 
nd Hawaii ranking third, according 
1) LIAMA. The respective gains for the 
ee states were 20%, 14% and 12%. 
For the first six months of 1960, Ha- 
sii’s ordinary sales percentage, an in- 
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crease of 23% took first place, Nevada, 
with a 16% gain, ranked second, and 
Alaska, showing a 12% rise, captured 
third place. 


Detroit Claims Men Elect 
Charles Bauer, National Casualty, 
has been elected president of Detroit 
Life, A&H Claims Assn. Other new 
officers are Stanley Maisner, John 


Hancock, vice-president; Howard Ro- 
binson, Mutual Benefit H.&A., secre- 
tary, and Edward Trotochaud, Retail 
Credit Co., treasurer. 


Peirce Sees More 
Households With 
Choicest Prospects 


The new “mass, class market of the 
60s” will see rapid growth in the kind 
of household which provides the choi- 
cest prospects for life insurance, Fred- 
eric M. Peirce, president of General 
American Life, told members of the 
company’s President’s Club at their 
annual convention at San Diego. About 


7 


250 persons, the company’s leading 
agents and their families, attended. 
Business sessions were keyed to new 
developments in and approaches to 
business insurance. 

Mr. Peirce said the U. S. will ex- 
perience “some startling social and ec- 
onomic changes” in the next 10 years. 
He pointed out that it is not just a mat- 
ter of an increase in population. Fam- 
ily size is growing, he said, educa- 
tional and income levels are rising, and 
a substantial majority of workers are 

(CONTINUED ON PAGE 22) 
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Every Family Needs a PLAN 







Will Money Be Ready When You’re Ill or Injured? 
State Mutual’s PLANNED LIVING Insurance Says ‘Yes’ 


Guaranteeing dollars to help pay your hospital 
and medical bills is only one way in which Planned 
Living insurance works to protect you and your 


family. 


It provides savings while you are living, working 
and well. . . continued income if you are disabled 
. . . money to help pay for illness or accident. . . 


income for your retirement ... security for your 
family in the event of death. 


Planned Living is a new idea, a fresh concept of 


helping you identify, measure and plan for present 
and future financial needs. By putting first things 
first, it simply and surely shows you the kind of 
personal insurance protection you most urgently 


need and how much. 


Planned Living, the monthly budgeted way to a 
more secure future, is offered exclusively by your local 
agent of State Mutual of America, one of the na- 
tion’s oldest and strongest life insurance companies. 


Call him today or write to us here in Worcester, Mass. 


Of. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 @ Over $3 billion of Life Insurance in force @ LIFE e NON-CANCELLABLE SICKNESS & ACCIDENT e GROUP 


lavesting Over $2 Million Each Week for the Growth of American Enterprise 
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‘Jospital Benefits Rising As Patients’ 
Virect Payments Show Steady Decline 


While the cost of hospital care has 
risen steadily in recent years, a de- 
creasing share of the cost has been 
horne directly by patients and an in- 
creasing portion has been paid by hos- 
pital insurance benefits, according to a 
Health Insurance Institute analysis of 
data from the U.S. Department of 
Health, Education & Welfare. At the 
same time, expenses for operating and 
administering insurance mechanisms 


have been reduced in relation to all ex- 
penditures for hospital services. 

The analysis shows that in 1955, out- 
of-pocket payments by patients ac- 
counted for 47.6% of the $3.9 billion 
general hospital bill, while hospital in- 
surance benefits paid 43.6% and ex- 
penses for hospitalization coverage pro- 
vided by insurance companies and all 
service-type and independent plans 


had hospital expense coverage. 

By 1958, when 123 million people 
were covered against hospital costs, 
direct payments by patients had de- 
creased to 42.5% of the $5.1 billion 
spent for hospital services, according to 
HEW figures. Hospital insurance ben- 
fits had climbed to nearly $2.6 billion, 
representing more than half of the 
total charges incurred by all patients, 
insured and non-insured. 

Expenses for hospital insurance in 
1958 had dropped to 6.7% of total costs. 

A further marked change in the pay- 


were 8.8%. In 1955, 107 million people 


ment pattern for hospital services is 














The 
other side 
of 


Success 


Immediate success in our business might be measured 
by how much life insurance we sell, by how much 
money we make. There is another side to success, 


_ however. This is the personal satisfaction we gain 


when we know we have worked hard not only to earn 
money but also to do a professional job for our client. 


There are few fields today in which service cannot 
be performed more effectively with the help of ad- 
vanced education. In life underwriting, the CLU pro- 
gram can prove invaluable. 


This program not only helps us reach greater sales 
goals but also enables us to render truly professional 
service to our client by giving us a broad understand- 
ing of the economic, sociological, historical, tax and 
legal bases of the need for life insurance. There are 
different ways to gain this knowledge, but none are as 
effective or as satisfying as the CLU program. 


If you have not started your CLU courses, talk with 
your general agent or manager, or: write to Dean 
Herbert C. Graebner, American College of Life 
Underwriters, 3924 Walnut Street, Philadelphia 4, 
Pennsylvania. 


Connecticut Mutual Life 


INSURANCE COMPANY « HARTFORD 
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indicated for 1960. The institute ge, 
mates that hospitalization benefits y 
increase to $3.3 billion, covering 5} 
of the nation’s expected $6 billion ge 
eral hospital bill, while the proportig 
ate share of direct payments will q 
crease again to 38.7%. 


Expenses Down To 6.3% 


Expenses for hospital insurang 
which include reserves for  futy 
claims, taxes and all other costs 
operating the insurance mechanisy 
will be reduced further in 1960 to 
estimated 6.3% of outlay. 

In terms of per capita spending § 
hospitalization coverage, it will cost 
estimated 130 million people with } 
pital expense coverage less than 
each to operate the insurance mech 
isms during the full year of 1960. 

Consequently, while premium 
in some areas may continue to rise 
order to keep pace with hospj 
charges, increased coverage and bey 
its and greater efficiency of operat 
in the insurance mechanisms will hé 
to retard the upward movement in th 
cost of hospital care. 


Conn. Mutual Life’s First 
Half Sales $303,242,672 


Connecticut Mutual Life’s total 
for the first six months reached $30}, 
242,672, for a gain of 6.2% over t 


same period in 1959. Total insurangy 


in force passed the $414 billion ma 
in the period and 52 of the compan 
87 agencies posted gains for the fi 
half. 

Benefits paid were up almost $1 
million to a total of $44,659,587, a 
new investments for the half 
were $71.5 million, on which a gr 
return of 5.78% was realized as com 
pared to 5.53% at the end of 1959, 


American IIl. Life Formed 

American Illinois Life of Danvil 
for which there has been a sale 
800,000 shares of stock (25 cents p 
at 45 cents, has announced completio 
of its organization and the first meet 
ing of stockholders. 

The directors of this company ar} 
Kenneth R. Bentley, Mutual Beneff 
Life, Danville; Anthony C. Borcic 
North American Life, Riverside; Rich 
ard T. Christoph, Penn Mutual, Evan 
ston; Vincent T. Filippini, Prudential 
Park Ridge; Louis Fish, Mutual Ben 
fit, Joliet; Gerhard C. Krueger, Equi 
able of Iowa, Chicago; Arthur F. Pri 
be, Penn Mutual, Rockford; George 
Severance, Ohio National, Chicago, am 
Walter C. Swallow, Massachusetts Mt 
tual, Quincy. 

Stock in this company has been sd 
to life brokers and agents in Illinois 
It is intended that producers placitf 
business with this company will 
ceive both commissions and stock, s 
that the producer will receive, as tf 
company announcement states, “th 
normal immediate income plus defet 
red or future income in the form ¢ 
capital gains.” It is also stated thd 
“all brokerage commissions and sto 
rights will be vested and renev 
guaranteed in event of death of the in 
sured.” 

It is stated that the “wedding” of thi 
producer and the company “red 
the cost of acquisition to the poitl 
where both the agent and insured wi 
have many benefits,” these including 
lower rates and “the most liberal wé 
ver of premium benefits,” plus co 
version and settlement provisions, al 
incontestability clause and guaranteé 
insurability. 

The company will sell only non-pa 
ticipating coverages in two plans 
whole life and juvenile paid-up at ® 
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stitue eli orthwestern Mut. 
vilice emgents Elect Four 
Provortimigtes Of Officers 


' proportig 
The four agents’ groups of North- 
stern Mutual Life elected complete 
btes of officers at the 80th an- 
insurangl.,.) meeting of the company’s Assn. 

for  futy Agents in Milwaukee. 

ler Costs @assn. of Agents. Benjamin S. Mc- 
mechanisp iveran, special agent, Milwaukee, 
1 1960 to 


spending f 
will cost 
le with } 
2ss_ than 
1ce mec 
f 1960. 
mium ¢q 
1e to rise 
> and bey 
of operat 
ns will he 


ment in fg S$. McGiveran Francis R. Olsen 


esident; Lawrence J. Evans, gen- 

al agent, Portland, 1st vice-president; 
First igh T. Prettyman, special agent, 
672 uskegon, Mich., 2nd vice-president, 
nd Dean H. Darkow, special agent, 
s total sddiijwaukee, secretary-treasurer. 
ached $308 General Agents Assn. Francis R. 
% Over tt@isen, Minneapolis, president; Deal 
¥ insurangy, Tompkins, Charleston, W. Va., 
illion maifesident-elect; William C. Roeder, 
> COMpanjMyrora, Ill., 1st vice-president; Joseph 
or the fim McTigue, Kansas City, Kan., 2nd 


almost $1 
59,587, a 

half y 
ich a gro 
ed as com 
of 1959, 


rmed 


f Danvil 
a sale { 
cents pal 
completion 
first mee 


R. E. Thomas John P. Propis 


npany angce-president, and Stuart H. Koch, 
1al Benefi@ppleton, Wis., secretary-treasurer. 

>. Borciaf District Agents Assn. Richard E. 
‘side; Richgoomas, Pasadena, president; M. Lu- 
tual, Evan Hahs, Cape Girardeau, Mo., 1st 

Prudentilgce-president; Francis B. Donovan, 
‘tual Benegtterborough, N. H., 2nd vice-presi- 
ger, Equit ent, and William K. Pierce, Elgin, 
ur F. Priegectetary-treasurer. 

George sg Special Agents Assn. John P. Propis, 
hicago, al ffalo, president; Adon N. Smith II, 
usetts Muguarlotte, 1st vice-president; Robert 

asey, Dayton, O., 2nd vice-president, 
s been sold David J. Clark, Milwaukee, sec- 
in Illinos{etary-treasurer. 


ars placing =e 
nll atriot Life ADB Includes 


y will 
— ‘sptiple Indemnity Feature 
tates, “th Patriot Life has introduced a new 
ylus defergecidental death benefit provision 
1e form ihich includes triple indemnity for 
tated thafeath which occurs by accidental 
and stoc@eans while the insured is a pas- 
~ renewal@enger in or on a public conveyance 
. of the ingfovided by a common carrier for pas- 
pnger service. 
ing” of thq There will be no increase in exist- 
, “reduce@s Premium rates for the automatic 
the pompVerage. In addition, the benefit pe- 
‘sured wilgod for the provision has been ex- 
includinggnded from age 65 to age 70. 
beral wai —_ 
plus comporty LUTC Members Join AAUTI 


isions, aij Forty Life Underwriting Training 


suaranteeouncil instructors have joined Amer- 
fn Assn. of University Teachers of 
y non-par#surance. Their memberships were 


o plans-f¢ result of an invitation issued by 
-up at S#€ association’s membership commit- 


England Life in New York set a new 
company record by paying for nearly 
$28 million of ordinary business in the 
first half year, exclusive of group and 
annuities. Pension trust business ac- 
counted for only 22% of the total. 


Doubles Life Sales In Ist Half 


ports gains in all phases of production 
and operations for the first half. A&S 
premium income amounted to $2,358,- 1959 session and _ vetoed 
786 as opposed to $1,941,501 a year ago 
—an increase of 21.5% for the period. sorship. 
Life sales were more than double for 
the same period of 1959—$72,915,450 
compared with $34,932,168. Life in life sections of its insurance code. Con- 
force increased 77.2%, from $96,106,757 siderable legislative support has al- 
to $170,301,305. 


LIFE INSURANCE EDITION 


tee. LUTC teaching qualifies the in- 

structor for associate membership in Cal. Agents To 
AAUTI, whose active membership is 
composed of persons who are, or who 


ray ana or arena “4 
lege credit courses in insurance. In State Code 
Marks Agency Sets Record 
For Half Year: $28 Million 


ifornia legislature. 


The David Marks Jr. agency of New ’ 
Delegates attending the 


Push For Change 


Officers of California Assn. of Life 
Underwriters have begun drafting leg- 
islation to be sponsored by the asso- 
ciation in the 1961 session of the Cal- 


associa- 


tion’s convention in San Francisco ap- 
proved a legislative report by Chair- 
man Richard F. Wollesen, Sacramento 
manager for Guardian Life, calling for 
sponsorship of an anti-discrimination 


statute in the life insurance sections of 


the insurance code, a mortgage tie-in 


All American Life & Casualty re- bill, and legislation changing licensing 


(CONTINUED ON PAGE 


procedures. A franchise life insurance 
control bill, sponsored by CALU in the 


by Gov. 


99 
aw 


Brown, was also authorized for spon- 


California is the only state without 
an anti-discrimination statute in the 


Magazine Names 
Southland Life 
‘Office Of Year’ 


Southland Life has received the 1959 
“office of the year’ award presented 
by Office Management and American 
Business magazine. 

The award is presented annually to 
a new office of more than 300 employ- 
es judged on the basis of design and 
layout. In determining the award, the 
magazine’s editors confer with mem- 
bers of American Institute of Archi- 
tects and Assn. of Consulting Manage- 
ment Engineers. 

‘Brilliantly’ Meets Objectives 

The magazine closed its tribute with 
“The Southland Center 
has brilliantly met the four-fold objec- 
tives of its owners: To provide efficient 
home office space, to serve as an in- 
come-producing investment, to meet a 
number of business and community 
needs, and to set aesthetic and building 
standards that will influence all sub- 
sequent office and hotel building in 
the American southwest.” 








You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
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And that’s exactly what Prudential’s well-coordinated 
Advertising and Sales Promotion Program is designed to do. 
Not only are Prudential representatives supported by: 

eA prize-winning network television show, “The Twentieth Century” 
eAND a top-flight Sunday Newspaper Supplement Campaign 

« AND a variety of excellent sales promotion pieces — 

BUT ALSO, every Prudential representative knows that he can 
depend on concentrated Regional Home Office advertising campaigns 
to back him on the local level. This “right combination”—one that 
is always available to him—helps every Prudential representative 
bring more protection to an ever-increasing number of clients. 


TO OVER 35 MILLION PEOPLE—INSURANCE MEANS PRUDENTIAL 
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the right 
combination - 
can make 
the job a 
lot easier 


The 
Prudential 


INSURANCE COMPANY OF AMERICA 


10 


Life Executives To 
Advise N. Y. State 


Civil Defense Men 


NEW YORK—An advisory commit- 
tee of life insurance executives has 
been appointed by Gen. R. Huebner, 
director of the New York Stzte civil 
defense program, to work with state 
civil defense authorities in the develop- 
ment of practical emergency opera- 
ting procedures and recovery plans for 


the industry. New York is the first 
state to appoint such a committee. 
Members of the committee are Mor- 
gan O. Doolittle, president of Empire 
State Life; George P. Chave, 2nd vice- 
president of Equitable Society; Daniel 
J. Reidy, vice-president and general 
counsel of Guardian Life; Eugene C. 
Kelly, assistant vice-president of Home 
Life of New York; Richard Jones, man- 
ager of personnel of Manhattan Life; 
Karl H. Kreder, vice-president; per- 
sonnel, of Metropolitan Life; Lloyd W. 
Stearns, Metropolitan Life, executive 


secretary of the advisory committee; 
George Wilgus, 2nd vice-president for 
personnel of Mutual of New York; 
William F. Young, secretary of New 
York Life; A. Nielson Kerwin, secre- 
tary of North American Reassurance; 
Francis V. Stevens, assistant treasurer 
of Postal Life; John F. Wassenbergh, 
auditor of Union Labor Life, and Ken- 
neth Lord, assistant to the president of 
Security Mutual of New York. 

Western Security of Oklahoma City 
has been licensed in Hawaii. 





WATCH A MAN WALK... and you can tell a lot about how his business is going. 
Frank Fowers’ business is “going great”. Notice his smile—his look of confidence—the spring in his 


step. Good sales material and close Home Office and managerial support are no small part of his suc- 








cess. Occidental 


has full details. 


OCCIDENTAL LIFE INSURANCE COMPANY OF NORTH CAROLINA/ Home Office, Raleigh 


can put life in yourstep, too! Cou Browne, Executive Vice President 


FRANK O. FOWERS 
Special Agent 
Roy, Utah 


Management opportunities now in Southern and Western States. 
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Argues Against 
Merging Texas Lif 
And Health Assns, 


Health insurance agents need { 
own, distinct organization, San 
tonio Assn. of A&H Underwriters 
told at the June meeting by R 
Gulley Sr., Federal Security Life, @& 
Antonio. In his arguments for 
ing a separate tribe of Indians 
sought to quash the recurring ry 
of merger between Texas Asgp esi 
A&H Underwriters and_ the 
agents’ association. 

He opined that those who favo 
merger of the two associations % 
simply formed their opinion wit 
having knowledge of all the impo 
facts.” International Assn. of 
Underwriters is not willing to m 
he said, and the Texas associg 
could not legally consolidate with# 
life counterpart even if it were 
terested, which it is not. ' 

Citing the disadvantages of a ma 
er, Mr. Gulley pointed out that s 
action would orphan the cas, 
agents who write health insur 
since they are not eligible for fel 












































Mu 
M. Sr 


les man¢ 


ship in the life agents’ fraternity, Saar 
ondly, health agents need a strong has 
ganization to draw attention { » Ehle h 
legislators. Then, too, because of er 


special and technical aspects of he 
insurance, those who sell it, 
monthly meetings, and the few m C. E. Co 
ings a year which the life associatiarine Cor 
could devote to health  insurally Acacia 
would not be sufficient. E 

Paul Re 


Stepchild Of Industry 
F. Sa’ 


Health is regarded as the stepd i appo' 
of the industry, claimed by neither fbwisors, 
life nor fire and casualty segme ateo, Cal. 
Nevertheless, the stepchild is beud§, Sawye 
ing a big kid, and Mr. Gully per in Sa 
dicted that “if the present rateMeneral, ar 
progress continues very long, evelber for Ste 
body will be inclined to claim Ag 
insurance as their very own.” Eq 

He said politicians, seeking to @Named 1 
pand federal control and consume @ercado, N 
insurance industry, first went dfempstead 
the health field by attempting to pg. Y.; J. T. 
its advertising under control of®.J. Bass, | 
federal trade commission. The strmer Jr., La: 
gy, he said, was probably that heifhicago; H 
insurance was not so well organ. C. Cox, . 
as the life business and that it w - 
be possible to “get the head of Occid 
government control camel into the Kelly Va 
of the insurance industry by first@®sistant b: 
tacking A&H insurance and then i#fleans. He 
ing up other segments of the indu@élty of T 
at a later date.’ These measures, #e. 
cluding the recent Forand bill, St 
been challenged by the health a 
ciation, and Mr. Gulley declared { J.G. M 
any organization “that dares to s@panager 0 
out aggressively in opposition t »N.C., 
forms of federal, socialized welfarg!? With 
a needed organization that is wom'tective 


New gen 


of support.” Bsociate g¢ 
Elimination of Texas Assn. of } onal Life 
Underwriters would undermine 
legislative position of the life age WEG 
group, he contended. The latter ¢ istri t 
not appear before legislators as oi : 
voice of health agents because it @ ie 
at Colt 
not represent the many casualty m asualty 


Mr. Gulley called for a “victor 
attitude” to build a prosperous % NM 
health association. He said its Mwy y 
bership had dwindled before and,,, a. 
been rebuilt into the largest and | pitt pur . 
effective in the country. 


National College & University 9 P. N. Dy. 
of Atlanta has changed its corpog! Albany, 
title to National Executive Life sent at Bi 
surance Co. hanagers a 
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Mutual Of New York 


yw. M. Smith, who has been manager 
Buffalo for 30 years, has retired 
4 is succeeded by P. H. Oxnam, man- 
»» at Stamford, Conn. Mr. Smith 
ined Mutual in 1921 as an agent at 



















f Indians mira, becoming assistant manager at 
curring rgpehester four years later. He is past 
2xas pjdent of New York State Life Un- 
ind the grwriters Assn., Buffalo Life Under- 






iters Assn., the Buffalo CLU chapter 
falo Life Managers Assn. and of 








— = Halo Life Insurance Trust & Bank- 
sientinen wif Council. Mr. Oxnam has also been 
‘the imporgpistant manager at Albany and di- 







sn. of Hegetor of market development at the 
ling to me me office. : 

as associaliS cceeding Mr. Oxnam is A. D. Wet- 
lidate withe™ 3 member of the home office 
f it were gles management training staff and 
fore that assistant manager at Pas- 


ena, Cal. 


Franklin Life 
gE. G. Stone has been appointed ex- 












res of a ma 
out that s 
the Casy; 
















tor ll @ tive sales director for Maryland and 

. “ll M. Ehle regional manager for wes- 
raternity. 1 North Carolina at Asheville. Mr. 
d a strom@ ie has been with Prudential, and 
tention { ir. Ehle has been a vice-president of 
ecause of 






nperial Life and of Western & South- 
ects of he n Life. 


sell it mivew general agent at Beaufort, S.C., 











he few mac, E. Corbett. He was in the U. S. 
fe associaiiarine Corps for 27 years before join- 
th insuraly Acacia Mutual Life in 1957. 





Paul Revere-Mass. Protective 
J. F. Sawyer and P. C. Sims have 
the Stepdien appointed regional training su- 
by neither firvisors, with headquarters at San 
Ity segmafateo, Cal., and Memphis, respectively. 
ld is ber Sawyer has been brokerage man- 
- Gully fiber in San Francisco for Connecticut 
sent rateBeneral, and Mr. Sims has been man- 
long, Valier for State Farm in Memphis. 


» claim 4 
Equitable Society 


mn.” 
eking to@Named unit managers are Manuel 
consume @ercado, New York; W. H. Wood III, 
t went dMfempstead, N. Y.; P. V. Scire, Babylon, 
oting to pg. Y.; J.T. Conway, Waterbury, Conn.; 
mtrol of @. J. Bass, Columbus, Ind.; Leslie War- 
. The str@er Jr.. Lafayette, Ind.; A. W. Berger, 
y that heMhicago; H. W. Harrell, Dallas, and 
ell organ™.C. Cox, Anaheim, Cal. 
that it w ° ° ° 
head gq Occidental Of California 
into them Kelly Van Matre has been appointed 
r by first@ssistant brokerage manager at New 
nd then fleans. He has been with Life & Cas- 
the indu alty of Tennessee and Paul Revere 
neasures, we. 
4 2 State Mutual Life. 
leclared #9: G. Mallas has been appointed 
res to smanager of a new agency at Char- 
sition to tte, N. C., where he has been-a super- 
d welfagisor with Pilot Life, geneFal' agent of 
at is wormrotective Life and, more recently, 
ssociate general agent of Lincoln Na- 
onal Life 
Jermine 


” life i Federal Life 

latter o W. F. Grosch has been appointed 
‘tose trict group representative at Los 
ause it @ue*les. He was a group representa- 
sualty m ve at Columbus, O., with Continental 
1 “victori 
perous si 
d its mé 
ore and! 
st and 
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Monumental Life 
W. J. Waters and W. C. Lassiter 
ave been appointed general agents 
t Pittsburgh and Norfolk, respectively. 


Hartford Life 

versity # P. N. Dyste, assistant sales manager 
ts corpagt Albany, and G. J. Feldman Jr., 
re Life #eent at Buffalo, have been appointed 
lahagers at, respectively, Minneapolis 
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Changes In The Field 


and the new Milwaukee agency. Mr. 
Dyste has been general agent of Lu- 
theran Brotherhood in Minneapolis 
and Mr. Feldman assistant general 
agent of Penn Mutual Life at Buffalo. 


Connecticut General Life 

J. D. VanderWaal, senior brokerage 
consultant at Philadelphia, has been 
named director of brokerage services 
there. 

J. L. Quaadman, agency assistant at 
the home office, has been appointed 
assistant manager of the Chicago bro- 
kerage agency. 


North American L.&C. 


G. L. Saltus has been appointed 
manager at Santa Ana, Cal. 


General American 


E. J. Scheiwe has been named gen- 
eral agent in Atlanta. He began his 
insurance career in 1952 with Conti- 
nental Casualty, He joined Mutual of 
New York in 1955 and served for two 


years as a regional supervisor of a 16 
state area, specializing in A&S. Since 
1957, he has been assistant manager 
in Atlanta for Mutual of New York. 


Travelers 


J. R. Bryant Jr., manager at Norfolk, 
has been transferred to Pittsburgh and 
is succeeded by L. E. Hubbard, man- 
ager at Roanoke. 

Office managers named are H. H. 
Rearick, Dayton, former office man- 
ager at Pittsburgh; W. L. Waltz, 
Pittsburgh, former office manager at 
Dayton; R. R. Wood, Calgary, 
Can., a former casualty field under- 
writer at Winnipeg, and C. R. Hud- 
gins, Springfield, Mass., former assist- 
ant office manager at New Orleans. 

Brokerage managers appointed -are 
H. F. Leutholt at the John Street 
agency at New York and J. C. Hall at 
Cleveland. Mr. Leutholt, a CLU, has 
been manager at Pittsburgh and Mr. 
Hall has been manager of the North- 
land agency at Detroit. 


National Life Of Vermont 
H. E. Goss, formerly with the Kan- 
sas City agency, has been appointed 
general agent there, to succeed C. A. 





ll 








Elliot, who will continue with the 
agency as advanced sales consultant. 
Mr. Goss has been an examiner for the 
Kansas department and an agent of 
New England Life. He is a life and 
qualifying member of Million Dollar 
Round Table. Both Mr. Goss and Mr. 
Elliot are CLUs. 


PENINSULAR LIFE has appointed 
Jack LaRue to the new position of re- 
gional ordinary supervisor for Miami, 
Coral Gables, West Palm Beach and 
Fort Lauderdale. He has been manager 
of the Coral Gables district. 


MARYLAND LIFE has appointed 
W. P. Mason regional director of agen- 
cies with headquarters in Washington, 
D.C. 


APPALACHIAN NATIONAL LIFE 
has appointed P. R. Bryan general 
agent at Memphis. He has been an 
agent there for Commonwealth Life. 





California Life wrote $19,247,673 of 
ordinary business in the first half of 
1960, an increase of 400%. Group life 
sales amounted to $14,228,000, indivi- 
dual A&S premiums totaled $385,530, 
and group A&S $715,131. 











































and Equipped 
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Not only is the Lincoln National agent 
trained to prescribe for his clients personal 
insurance needs; he’s also equipped with 
an extremely broad range of coverages 
(Life, A & S, and Group) with which to 
fill his prescription. 

Lincoln National’s thorough training 
courses and broad range of insurance plans 
provide two more reasons for our proud 
claim: LNL is geared to help its fieldman. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Trained 








Fort Wayne, Indiana 











Home Office Changes 


Equitable Society 


Cc. F. Barton, manager of benefit 
plans for the field force, has been ap- 
pointed assistant to the senior vice- 
president to succeed F. E. Kuhn, re- 
cently elected a 2nd _ vice-president. 
Mr. Barton has been district manager 
at West Chester, Pa., and Wilmington 
and manager at Springfield, Mass. He 


REGIONAL SALES 


A company, like an indivi- 
dual, needs an operating phi- 
losophy with well-defined goals 
in order to make progress. 
Guarantee Mutual Life has such 
a philosophy. 





Agents listen intently during ‘‘how-to-do-it’’ 
presentation in San Francisco meeting. 


Guarantee keeps its field 
organization up to date on Com- 
pany activities and objectives by 
holding 24-day Regional Sales 
Meetings in four or five key areas 
each year. Qualified agents are 
invited to attend and to partici- 
pate in programs highlighted by 








panel discussions, question-and- | 


is a former vice-president 


& Managers Assn. 


Travelers 


H. F. Laws, agency assistant in the 
agency services department, has been 
promoted to assistant secretary in that 


ag 


Guarantee Mutual President R. E. Kiplinger discusses local sales situation with field representatives during Chicago meeting. 


MEETINGS: 


Localizing a sales phi 


answer sessions and workshop 
demonstrations. 

These sales meetings give 
Home Office people a chance to 
know field representatives on a 
“‘first-name”’ basis —and to 
discuss face-to-face the sales 
outlook for the coming year, 
additions to sales portfolios, new 





Agents attending the Dallas meeting compare 
notes during a coffee break between sessions. 


policies and the story of Com- 
pany progress. Each individual 
agent can then align his personal 
goals with over-all Company 
objectives. 


of the 
Springfield CLU chapter and past pres- 
ident of Springfield General Agents 








department, to replace W. G. Willsey 
who has retired after 40 years with 
the company. 


Mutual Of New York 


J. V. Lane III has been promoted to 
sales promotion specialist for the group 
department, where he has been work- 
ing for the past year. 


Pacific Fidelity 
G. F. Whelan, superintendent of 
agencies since 1958, has been promoted 
to the newly created position of as- 
sistant to the vice-president and di- 





Informal panel discussions such as this one in 
the Omaha meeting give field representatives a 
chance to share experience and air their views. 


Such “agency-minded”’ plan- 
ning has built Guarantee Mutual 
into one of the nation’s outstand- 
ing modern insurance companies. 
Agencies open in the following cities: Chicago, 
St. Louis, Houston, Phoenix, Spokane, Odessa, 
Corpus Christi, Casper. Write to Floyd E. 
Reynolds, CLU, Superintendent of Agencies, 


Guarantee Mutual Life Company, 8721 Indian 
Hills Drive, Omaha 14, Nebraska. 
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PAUTUAL LIFE COMPANY 
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TUS, 


R. E. KIp_incer 
President 


J. D. ANDERSON 
Exec. Vice-Pres. 
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- agency department and develop 


August 6, 


rector of sales. He will be respon 
for internal administration of 
onl 








brokerage business. 


Provident Mutual 











ugust 


d Mr. 
denti 
ast year 
jsion 0: 
southern 
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Leonard H. Morgan, whose pr the nor 
tion from manager at Atlanta to dil INTEF 
tor of sales was re- gp. H. © 






ported in the July 
16 issue, assumes 
his new post Aug. 
1, succeeding C. 
Gordon Ferguson, 
who was elected 
2nd vice-president, 
agency depart- 
ment. Mr. Morgan 
joined the compa- 
ny as an agent at 
the central Penn- 
sylvania agency, 
where he later was 
named supervisor and manager. 


Phoenix Mutual Life 


Robert T. Jackson has been advay 
from 2nd vice-president and acty 
to vice-president and actuary and: 
den T. Bunyan from secretary and 
sociate actuary to 2nd vice-presig 
and actuary. 

Harley W. Dewey, associate a 
has been promoted to secretary 














Leonard H. Mo 


















Robert T. Jackso 


Alden T. Bunyan 


associate actuary and William M. Ro 
assistant actuary, becomes secretary 
group life. Kenneth P. Dowd, educj 
tional director, is named assistant s 
retary and educational director. 

Arthur E. Erickson Jr., assistant a 
tuary, has been appointed associé 
actuary; Dennis F. Hardcastle, 
ager of the group sales division, } 
comes director of group sales, a 
Thomas S. Morse, manager and ct 
sultant, estate planning and _pensi 
trusts, is named director of busin 
and estate plans. Mr. Morse is a Cll 

Maurice R. Perry, agency secrets 
has retired after 29 years with t 
company. 


Guarantee Mutual 
H. J. Myers Jr. has been named é 
rector of advertising and sales promi 
tion. He had been on the staff of # 
University of Missouri journalis 
school. 


Colonial Life 
J. A. Anderson, assistant actual 
since 1958, has been appointed ass 
ciate actuary. He is a fellow of Socie 
of Actuaries. 


Berkshire Life 


R. G. Starke, vice-president, inves 
ments, has been elected 1st vice-pre 
ident, investments. 


WESTERN SECURITY of Oklahot 
City has promoted C. B. Benedict 
director of agency training. 
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HAMILTON NATIONAL LIFE 
Indianapolis has named P. M. Difie 









ding and E. E. Starmer to newly & 
ated vice-presidencies. Mr. Differd 
has been with the company since 
inception as assistant agency diretl 
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be respon , 
vation a 1nd Mr. Elbridge was formerly with 


devel prudential until joining the company 
a hast year. The former will have super- 
‘jon of agency development of the 

























utual southern half of Indiana and the latter 
whose pn the northern half. 
lanta to dil INTERSTATE L.&A. has promoted 


H. Daniel from assistant agency 
e-president and manager of the 
sion comprising Tennessee, Ken- 
cky, Virginia and North Carolina to 
gency Vice-president and _ assistant 
nager of agencies. Succeeding him 
*« manager of his division will be 
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YMPED OVER THE LAZY DOGs/ 


A famous and useful sentence, that— 
“because it contains all the letters of 
the alphabet, carefully assembled into 
a few well-edited words. 


‘In JEFFERSON NATIONAL, too, you'll 
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J. A. Watkins, who has been assistant 
manager of the division composed of 
Alabama, Mississippi, Arkansas and 
Louisiana. Mr. Watkins in turn will 
be succeeded by W. R. Whittle, for- 
merly manager at Birmingham. 


WEST VIRGINIA LIFE has raised 
J. F. Holsclaw from director of agen- 
cies to vice-president and assistant to 
the president and C. M. Burks from 
assistant director of agencies to direc- 
tor of agencies. Mr. Holsclaw is a for- 
mer deputy commissioner of the West 
Virginia insurance department, and 
Mr. Burks has been with Prudential. 


NATIONAL WESTERN LIFE of 
Denver has appointed Louis W. Pfarrer 
vice-president and actuary. For the 
last two years he was with Coates, 
Herfurth & England, actuaries, and be- 
fore that for 31 years was with Capitol 
Life of Denver. He also was with the 
old Western National Life and F. J. 
Haight of Indianapolis. 


STANDARD SECURITY LIFE of 
New York has appointed H. S. Harris 
assistant vice-president. He will con- 
tinue as assistant to the president and 
director of advertising and public re- 
lations. 


MAINE INDEMNITY has elected 
A. M. Harmon president, succeeding 
former Gov. B. M. Cross, who will re- 
main a director. 


MARYLAND LIFE has appointed 
E. N. Hower director of the business 
life insurance department. 


FIDELITY BANKERS LIFE has ap- 
pointed J. R. Martin agency secretary. 
He has been treasurer for Southern 
Heritage Life, which recently merged 
with Fidelity Bankers Life. 


SUNSET LIFE of Olympia, Wash., 
has appointed D. N. Collins director of 
agencies. He has been agency super- 
visor for the Pacific Northwest area. 


APPALACHIAN NATIONAL LIFE 
has named B. E. Wilson a director. He 
is also vice-president and agency di- 
rector. 





Life Company Wins Motion 
For Award On Ky. Bonds 


Federal court at Louisville has sus- 
tained the motion of Texas Continental 
Life for a directed verdict favoring 
that company in its case to recover 
$103,000 on the notorious bond issue 
at West Buechel, Ky. The judgment 
comes despite a hung jury in a fed- 
eral court trial last November. 

All States Life of Dallas, seeking a 
similar motion, lost out, and will have 
to go through a second trial scheduled 
for Nov. 29. All States Life was seek- 
ing recovery of $257,000. 

The defendants in both suits are 
Bankers Bond Co.; Mrs. Elinore Sedley, 
chairman of Bankers Bond; Charles 
D. Dunne, president of Dunne Press 
of Louisville, and his son, James E. 
Dunne II. 

Texas Continental Life and All 
States Life allege they were defrauded 
when they bought $350,000 of the $2 
million bond issue from the now de- 
funct Jack Cage & Co. of Dallas. After 
the case wound up with a hung jury, 
they put in a motion claiming they 
were entitled to a favorable ruling 
as a matter of law. 


Cedar Rapids CLUs Elect 

Cedar Rapids (Ia.) chapter of CLU 
has elected John H. Stuhr, National 
Life of Vermont, president. William I. 
Pape, Northwestern Mutual, is vice- 
president, and Raymond T. Ashlock, 
Connecticut General, is secretary-trea- 
surer. 
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Rates 
Reduced 


Higher-than-ever returns per $1000 for your clients; for 
you a sharper sales tool in this profitable market. These 
together with liberal commissions are the big plus fac- 
tors when you sell Manufacturers Life single premium 
annuities... now available at lower-than-ever rates. 





Examples of premium deposits to provide $100 monthly (male)* 








Type of Annuity Age 60 Age 65 Age 70 
Life Annuity $16,220 | $13,970 | $11,770 
Guaranteed 10 Years 17,020 15,170 13,540 
Guaranteed 15 Years 17,980 16,570 15,500 
Guaranteed 20 Years 19,250 18,340 17,800 
Instalment Refund 17,960 16,060 14,200 
Cash Refund 18,380 16,550 14,750 




















*These rates apply only where the single 
premium paid is $10,000 or more. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


Baltimore e Boise @ Boston e Chicago e Cincinnati e Cl d e Columb e Denver 
Detroit @ Flint e Hartford e Honolulu e Indianapolis e@ Lansing e Los Angeles @ Miami 
Minneapolis @ Newark e OklahomaCity e Philadelphia e Phoenix e Pittsburgh e Portland 
Richmond e Saginaw e San Diego e@ Sanfrancisco @ Seattle @ Spokane e Washington, D.C. 





THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


e HEAD OFFICE (Established 1887) TORONTO, CANADA 60-60 

















e@ Available for you—loans on your renewal 
commissions—for additional working capital, 
for business expansion, for personal use. 
Prompt, efficient, confidential service, from an 
organization that understands the needs and 
assets of life insurance underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2. Colo. 


I am interested in your service. Please send further 
information, at no obligation to me. 


Mail this 
Coupon 





today 
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us s vehicle of speculation came into the all the risks and hazards incidg 
Mutual Fund Management Fees Viewed _inarket piace. eae 
(CONTINUED FROM PAGE 2) tained that shares of these companies _ Discussing the major advantages Furthermore, the buyer of mutyy 
simply on asset growth. This is espe- could not be sold except at nominal claimed for mutual funds, Mr. Mer- shares pays a high service charge § 
cially true because a large part of the book value figures, which were quite edith said that, first, they are alleged his participation, not only in his pu 
asset growth of the mutual-fund in- low. The SEC reasoned that persons to provide an opportunity for investors chase commissions, but also in tj 
dustry over the last 19 years is at- responsible for managing the savings Of large and small means to participate annual service fee for managemag?”” 
tributable solely to the sale of new of the public should not capitalize on in the growth of American industry. Mr. Meredith emphasized. Also, whij 
shares in mutual funds. the future value of the management There’s merit to this contention— the purchase of mutual funds may pygp” 
contract. provided the individual has his finan- vide the small investor with great 
Won Right To Sell Own Stock However, in spite of SEC opposition, cial affairs in such shape that he is diversification if he buys a diversifig 
Some of these management compa- the courts in October, 1958, allowed justified in buying stocks. For no mat- fund rather than a specialized fur 
nies have been very lucrative, and management companies to sell their ter how the question is viewed, the diversification of itself will not prote 
their shares were closely held until shares publicly at prices many times purchase of mutual fund shares is the investor if stock prices general 


October, 1958, because the SEC main- greater than the book value, and a new participation in the stock market, with decline. Strange as it may seem in ¢ 
face of this alleged advantage, map 


funds have concentrated on a py 
ticular industry and other mu 


~ 
/’/ with SECURITY - CONNECTICUT | fons: neve ences ‘2 concentrate eh 


name” stocks. 


Inflate Market Value 
\y Ol IR The purchases of these stocks ng 
urally tend to inflate the market va 
ues of such shares above the level q 
stock prices generally. For examp 
at the end of 1959, $5.4 billion of tha” an 
total assets of more than 400 inveyg”™ of 
ment companies were invested in thE.. pom 
“Favorite Fifty” stocks, a list thili od th 
includes IBM, U. S. Steel, duPo sll 
Goodyear Tire & Rubber, for examp , con 
These holdings represented 23% ¢ PT iaves 
the total assets of these investme a sec 
companies. Consequently, if a gene » ie 
decline in the stock market occurre for ban 


these “glamour” stocks, being propo. nor are 
tionately overvalued, could decling,. f 

“ ‘ tions 0. 
more percentagewise, to the disad 


vantage of the mutual fund sharehol ovat 
ers, Mr. Meredith commented. a enri 


CHOOSE: No Assurance On Hedge Potency decades 
® A second alleged advantage is thi™Redemp 
mutual funds provide a hedge agains A fou 
inflation. But while it’s true that sto¢ tual fur 
- prices in the last 25 years have ip of the 
ai compl ete | ine creased at least as fast as prices, this What is 

fact offers no assurances for the fu that this 
ture. Moreover, there are few if ay may be 
adequate hedges against inflation, an decline 
hedges must be chosen with consun- The 1 
mate skill and care. the Tau’ 

Even though a man may buy som 
kind of equity that increases in valu 
as prices rise, he may rest assure 
that in the event of further serious in- 
flation he may expect greatly increase 
capital gains taxes made necessary ti 
meet the higher costs of governmet 
resulting from inflation. 

But even if there should be furthe 
inflation, this is no reason to speculat 
with savings. On the contrary, it en- 
phasizes the need for more insuranc 
on a man’s life, just as it emphasize 
BBs SD 3 S52 the need for more fire insurance ti 
EMA 6: 2 protect the value of his real property. 

AY SAE jen Should further inflation occur, sa- 
aries and wages are bound to move 
upward for most people, just as they 


... backed by modern merchandising methods! have in the past, and ‘the economi 


value of the individual will increas 


Your clients will welcome the Security-Connecticut idea: accordingly. The prudent man . 
a single source for all these lines: has no choice but to increase his 


life * accident fire» casualty * group * automobile * marine * bonds. rac ragen ag cover his greater ett 
‘ a ; ; . 
It's the multiple line company pledged to the American Agency System! silicide ies Sianeli 


They'll respond to Security's modern insurance coverage, priced to enable you to meet direct- , ih 
Many eminent authorities now be 


waiter competion: . ’ lieve that inflationary pressures have 
They'll sign on the spot when you show them rates trimmed to today’s market — modern fea- been greatly reduced. For example, @ 
tures such as monthly payments and deviated policies. April 8, Per Jacobsson, managing 4: 
Multiple line stock company handling all forms of personal and business insurance including rector of the International Monetary 
Life « Accident « Fire « Casualty * Group « Automobile « Marine ¢ Bonds « Fund and one of the world’s leading 
re oe authorities on monetary affairs, was 
quoted in the New York Times as pre 
SECURITY INSURANCE COMPANY OF NEW HAVEN dicting to the Economic and i 
THE CONNECTICUT INDEMNITY COMPANY Council of the United Nations that 
SECURITY-CONNECTICUT LIFE INSURANCE COMPANY “expanding production of goods migh! 
be counted on to prevent appreciali 

THE FIRE & CASUALTY INSURANCE COMPANY OF CONNECTICUT | Jica- in world market prices for fit 
FOUNDERS’ INSURANCE COMPANY next few years at least.” : 
Also, the action of the Federal Re 
serve banks in reducing the rediscoutl 
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ate in June was based in part at least 
, a belief that inflationary pressures 
bad lessened. 

niscusses ‘Expert Management’ 
Thirdly, it is contended that the 
mutual funds provide investors with 
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a nert management. This claim was 
az > whi hot fulfilled during the 1920s. More 
aah a ently, studies indicate that the 





nds neither equalled nor out-per- 
ormed the results of the Dow-Jones 
ndustrial average of 30 stocks or the 
Kiandard & Poor’s index of 500 stocks 
pver the five years 1955-59, or over 
he 10 years 1950 through 1959. 
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intage, may report issued by a large New 
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* Pativork bank last August compared the 

ell ‘Sesults of 36 prominent mutual funds 





pver the period 1937-58 and found 
pnly two whose performance equalled 
he Standard & Poor’s index and one 
at exceeded it—but only slightly. 


1s Management Worth Cost? 


This record not only suggests that 
he results have not measured up to 
expectations, but also raises further 
questions about the justification of the 
size of current management fees. In 
his connection, Mr. Meredith empha- 
sized that within the corporate lim- 
itations of the fund, management en- 
joys complete freedom in the selection 
of investments and is not obligated to 
buy securities that conform to legal 
standards prescribed by legislatures 
for banks and insurance companies; 
nor are the funds subject to examina- 
tions of the kind given banks and in- 
surance companies to make sure of 
their compliance with laws enacted by 
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stock to meet redemption demands, 
since the sale of their substantial hold- 
ings would be an additional depressing 
factor in the decline of stock prices. 


Might Be Like Low-Margins 


Although margin requirements to- 
day are so high that they preclude 
repetition of the effect of margins on 
the stock market break of 1929, on the 
other hand the desire of mutual fund 
shareholders for ready cash could be 
the counterpart of low margins in 
producing a sharp break. 

Since April, 1942, there has not been 
a 40% or greater decline in stock 
prices. Hence there has been no recent 
experience of the effect of a bad stock 
market break on the redemption of 
mutual fund shares. 

However, the bulk of the shares of 
mutual funds is held by people of 
small means, which indicates that they 
have put savings, reserves and emer- 
gency accumulations in these funds. 
They have become so imbued with 
the glamour of stock price increases 
that they are thinking of these shares 
as certain savings. 


Sees Disillusionment Ahead 


In all likelihood, they await the day 
of bitter disillusionment and should 
they become alarmed about the value 
of their shares, a run on mutual funds 
similar to a bank run readily could 
develop. In this event, the funds would 
have little or no choice but to dump 
their shares in a declining market and 
further aggravate the decline. 

It should not be forgotten that just 
within the period between 1950 and 
the end of 1959, stock prices as meas- 
ured by the Dow-Jones industrial av- 
erage have fallen from 7% to 20% on 
nine occasions, and since 1900, there 
have been eight periods when this 
average fell 40% or more, and in one 
case 86%, and required from 32 months 
to 302 months, or more than 25 years, 
to recover. 

Finally, mutual fund shares cannot 
be purchased blindly, any more than 
stocks of individual companies can be 
selected at random. The purchaser of 
















nted. the various legislatures in the light of 
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mutual fund shares must select not 
only the type of fund he desires to 
purchase, but once he has decided on 
the type of fund, he has another prob- 
lem in selecting the fund that is likely 
to perform better than the others. 
This determination is complicated 
by the fact that the performance of a 
fund over a short period of time is an 
unreliable guide to future performance. 


Can Change Fast 
The position of a particular fund 


.can greatly change within the short 


space of one year and an investor 





15 


should select his fund or funds only 
after a study of the performance of 
funds over many years. After selec- 
tion, he must follow his choices just 
as closely as any other stock purchase, 
and this is a job for which the average 
person lacks both the experience and 
the information. 

Although mutual funds are affected 
by the general corporation law of the 
state in which they are formed and 
by the “blue-sky” laws of the states in 
which their shares are sold, their pri- 
mary regulation is by the federal se- 
curities laws. Of these, the most im- 





Another PLUS for you 
during GUARDIAN’S CENTENNIAL 
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INTEREST RATES 


LOWE 


RATE-PER-THOUSAND & ON 





POLICIES OF *10,000 AND & OVER 


New High Interest Rates 


e 3.5% on accumulated dividends 
e 3.5% on supplementary con- 
tracts not involving a lifetime 
period 

3.75% on Pension Trust Auxil- 
iary funds 

4.00% discount on premiums 
paid in advance 

Special excess interest dividend 
on qualified Pension Trust plans. 







Quantity Discount 


e With a lower premium per 
$1,000 when the face amount is 
$10,000 or more— 


e An even greater reduction on 
policies for $25,000 or more. 


Progressive brokers look to Guardian for leadership. Ask your 
Guardian manager about the many “Guardian PLUSSES” for 


your clients—and you!! 





The GUARDIAN Life insurance Company OF AMERICA 


Park Avenue South at 17th Street, New York 3, N. Y. 









‘tant are the investment company 
1! 1940 and the investment advisers 
of 1940. 

Specific regulation of investment 
companies was enacted by Congress 
in 1940, following an extensive inves- 
tigation of the industry by the SEC 
in the late 1930s. The general objec- 
tive is to protect the public against 
malpractices in the control, man- 
agement and operation of publicly- 
owned investment companies, such as 
occurred in the 1920s. 

However, the investment company 
act of 1940 represented a compromise 





Lookin’ for the 





between the desires of the SEC and 
the objectives of the investment com- 
pany industry. As a result, the bill as 
enacted did not contain the control 
features of the individual bill, and in- 
stead became merely a_ disclosure 
measure. There are certain areas, con- 
sequently, where changes in the in- 
vestment company act of 1940 would 
provide better protection for the pub- 
lic, and to cover these the SEC has 
proposed certain amendments of far- 
reaching significance. 

One of the surprising omissions of . 
the investment company act of 1940 is 


Kind of Protection... 
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that it does not require an investment 
company to state its investment pol- 
icies and objectives in its registration 
statement. The act does require that 
a mutual fund state whether it in- 
tends to operate as an open-end or 
close-end company, whether it intends 
to borrow money or issue senior se- 
curities, whether it intends to con- 
centrate its investments in a particu- 
lar industry, and so on. 

These provisions are of course im- 
portant and if they are to be changed 
they must be approved by a majority 
vote of the outstanding stock. How- 
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ever, a mutual fund can today gy 
legally change its primary investmp 
objective without the consent of 
shareholders, and the owner of sha 
may find himself with an entir 
different type of fund from what} 
originally bought. 


Inconsistent With Act’s Aim 


This is a definite risk to the shay 
holders and is inconsistent with 4 
purpose of the act to safeguard inye 
tors and to provide them with a vo; 
in the affairs of their fund, Mr. Mer 
dith believes. The SEC wishes Congr. 
to remedy this situation by requirh 
mutual funds to state their iinvestms 
objectives and to obtain shareholg: 
approval before changing them. 

By way of contrast, the investme 
policies of life companies must ey 
form to the intent of the laws whi 
govern them and which are desigy 
to preserve inviolate the funds e, 
trusted by the policyholders. 


Cites Conflict-Of-Interest Areas 


Mr. Meredith said there are seve 
areas of possible conflict of inter: 
in the mutual fund industry becayg 
of the close relationships between tj 
sponsors of the fund, the managemey 
company and the principal underyw 
er. One section of the investment con 
pany act is designed to mitigate ty 
potential conflicts of interest by py 
viding that an investment compa 
will have a certain number of ing 
pendent members on the board of § 
rectors. 

But in spite of this intent, it is po 
sible for an investment company 
board to have 60% of its members co, 
sisting of the officers of the investmer 
company and 40% consisting of th 
regular brokers for the company. Th: 
SEC wishes to eliminate this poss 
bility by insuring that at least 20% ¢ 
the board is truly independent. 





Must Disclose Interest 


The second part of the investme 
company act of 1940 was designed tj 
protect the public against malprac 
tices on the part of persons acting « 
investment advisers. The aci makes} 
unlawful for registered investment aé- 
visers to engage in practices that con 
stitute fraud or deceit, and require 
them to disclose the nature of thei 
interest in transactions which the 
may effect for their clients, prohibit 
profit-sharing arrangements and sin: 
ilar agreements. 

However, the SEC’s experience sin’ 
the act’s passage indicates that in thi 
area the legislation is inadequate it 
many ways and that it is still possibl 
for “undesirable” persons to engage it 
giving investment advice. So the SE 
wants an amendment that would 4: 
low it to revoke the registration ¢ 
any investment adviser who has bee! 
convicted of a financial type of crimé 
such as embezzlement or misappropt- 
ation of funds. 


SEC Can’t Inspect Books 
















The SEC is also handicapped in its 
regulation of investment advisers be 
cause the act does not give it the 
power to inspect the books and records 
of investment advisers. In fact, the 
act does not require that advisers main 
tain any books or records at all. T 
cover this loophole in the act, the SE 
proposes that it be given the authorit) 
to require investment advisers 1 
maintain books and records and thai 
it be given the authority to inspett 
and examine them. This would be silt: 
ilar to the authority the SEC now ha 
with respect to brokers and dealefs) 

But even if the act is amended # 
it obviously should be to protect share 
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polders, there is still the problem of 
the SEC’s having too small a staff to 
police investment companies effec- 
tively. For example, there are about 
551 registered investment companies, 
of which the SEC recently was re- 
ported to have inspected only 44, be- 
cause of not having a large enough 
staff to do more. 

Moreover, the SEC says it can hope 
to inspect each fund, on the average, 
only once every 21 years, although a 
two-year cycle is its goal. Even with 
the augmented staff being sought from 
Congress, the SEC chairman says he 
can only hope to inspect the registered 
companies about once every 8% years. 


Advanced Health Clinic 
Scheduled For Sept. 28-30 


The tentative program for the Ad- 
vanced Health Insurance Underwrit- 
ing Clinic at Purdue University has 
peen released. The clinic, sponsored 
by Purdue Institute and a special com- 
mittee of International Assn. of Health 
Underwriters, is to be held Sept. 28-30. 

Sessions will open with a luncheon 
followed by a discussion of the pos- 
sibilities of integrating life and health 
programs. The afternoon will conclude 
with lectures and discussions on pro- 
graming health insurance. 

The next morning will feature the 
business uses of health insurance. 
Workshops on key man, sole proprie- 
tor, and partnership policies will fol- 
low. Taxation of health insurance oc- 
cupies the afternoon. 

The third morning will cover five 
subjects (premium computations, per- 
sistency and over-insurance, substan- 
dard, group, and major medical) in an 
“Information Pléase” session of 15 
minutes presentation and 15 minutes 
of floor questions. Luncheon, with an 
address concerning the outlook for 
health insurance, will close the clinic. 

Robert W. Osler, president Under- 
writers National Assurance of Indiana- 
polis, heads the IAHU committee, 
which also includes Ralph K. Lindop, 
insurance consultant, New York City, 
and Pasquale Quarto, research train- 
ing director of Research & Review Ser- 
vice, Indianapolis. 

The Gilles agency of Columbus, O., 
ranked first among General American 
Life agencies in individual life pro- 
duction in June. 
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New Equitable Unit 
For Agent Contracts, 
Loans, Headed By Kuhn 


Equitable Society has created a new 
division in the agency department for 
administering con- 
tracts and financ- 
ing for new agents 
and for expanding 
the company’s re- 
cruiting program 
on college campus- 
es. Elected a 2nd 
vice-president and 
placed in charge 
of the division was 
Frank E. Kuhn, 
former assistant to 
the senior vice- 
president, Joseph 
L. Beesley, who is head of sales opera- 
tions. 

Mr. Kuhn, a CLU, joined the com- 
pany’s administrative training course 
in 1932, and after a year at the Detroit 
agency was transferred to the agency 
department at the home office. He was 
appointed an agency assistant in 1947 
and the following year, an assistant 
superintendent. In 1949, he was named 
assistant to the agency vice-president, 
and assistant to the senior vice-presi- 
dent in 1955. 

Mr. Kuhn has served as an instructor 
for the Insurance Society of New York 
and as a member of the examining 
committee of Life Office Management 
Assn. Institute. 





Frank E. Kuhn 


Allow EDP Equipment As Asset 

The Ohio department has notified 
domestic companies that in their 1960 
annual statements they may carry 
electronic data processing equipment 
as an admitted asset if it was pur- 
chased for use in connection with their 
business. In order to be allowed as an 
asset, the equipment must have an 
original unit cost of at least $100,000 
and the amortized value at the end 
of any calendar year shall not be 
greater than the original purchase 
price less 10% per year from date of 
purchase. 

Indianapolis Life sales during the 
first half of 1960 were up 1742%. Top 
agency was the Kaufman agency of 
Shelbyville, Ind., and Charles Keaton 
Jr., Birmingham, Mich., was the lead- 
ing agent. 








HELP IN GETTING 
THE INTERVIEW... 


is offered Nalac field underwriters in 
a series of action arousing direct 
mail pieces. 
Another good example of how 
% North American paves the way for 

% Confident Selling. f 
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Aife ond Casualty Company 


LIFE + SICKNESS + ACCIDENT » GROUP 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. Skoc.unp, President 
J. E. ScHOLEFIELD, C.L.U., Vice President, Director of Agencies 


Over $900 Millions of Life in force. 








INSURANCE WITHOUT EFFORT 
LIFE AND CASUALTY’S CHECK-O-MATIC 


3K Makes the monthly payment of insurance pre- 


miums completely automatic ... so that you 
never lift a finger, move a pen or stick a stamp. 


Check-O-Matic insures that those in- 
surance premiums will be paid WHEN 


DUE... 


IT’S AUTOMATIC 



















Life Insurance in Force 
Over $1,700,000,000 
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New Single Premium 
Annuity Rates Offered 


National Life of Vermont has intro- 
duced new single premium annuity 
rates. Separate rates apply for single 
premiums less than $10,000 and for 
those $10,000 and over. The annuity in- 
come purchased per $1,000 of consid- 
eration, where the single premium is 
$10,000 or more, is approximately 1% 
greater than for smaller single premi- 
um contracts. 

The new rates apply to the three 
types of single premium life annuities 


FeNATIONAL UNDERWRITER 


issued by the company—life annuities 
without guarantee, life annuities with 
a 10-year guarantee and life annuities 
with an installment refund guarantee— 
and to joint and survivor annuities. 

The interest rate basis in the new 
rates is 4.1% as compared to 33g% in 
prior rates. 
’ Examples of rates for $10 of monthly 
income where total consideration is 
$10,000 or more are: 

LIFE ANNUITY WITH 10- 


LIFE ANNUITY YEAR GUARANTEE 


Age Male Female Male Female 
60 $1,632 $1,836 $1,711 $1,868 
65 1,418 1,601 1,537 1,672 
70 1,194 1,357 1,375 1,478 


Continental Assurance 
Has Health Plan 


Continental Assurance has _intro- 
duced a guaranteed renewable basic 
hospital insurance plan which pro- 
vides four different kinds of basic 
coverages: 

1. A lifetime premium plan with 
benefits payable for a maximum of 
31 days. 

2. A paid-up at 65 plan with ben- 
efits payable for a maximum of 31 
days. 

3. A lifetime premium plan with 

















Better phone The Man from Manhattan 


THe MANHATTAN LIFE 


Home Office: 111 West 57th Street, New York 19, N.Y. 


Give lum a ring 


‘ 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





When you phone 
The Man from Manhattan, 
chances are your problem is over. 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


Our 2nd Century 






of NEW York, 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 


INSURANCE COMPANY 
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benefits payable for a maixmum gq 
365 days. 

4. A paid-up at 65 plan with bep. 
efits payable for a maximum of 36 
days. 

Issued under an individual or fam. 
ily coverage basis, the plans provide 
for daily hospital benefits up to $25, 
miscellaneous hospital benefits, ang 
maternity and emergency accident 
benefits. A surgical rider can be at. 
tached for benefits ranging from $2 
to $400. 

An optional feature of the plans jg 
the availability of no deductible, $59 
deductible and $100 deductible provi. 
sions applying to the daily and mis. 
cellaneous benefits. 


Opposition To Terminology 
Reform Not The Purpose Of 
His Comment, Says Maclean 


Joseph B. Maclean, insurance con. 
sultant and author of Yarmouth Port, 
Mass., and retired vice-president and 
chief actuary of Mutual of New York, 
writes: 

“I imagine you will agree with me 
that there is no need to prolong the 
correspondence in regard to insurance 
terminology. 

“However, I would like to say that 
both Mr. Faulkner [E. J. Faulkner, 
president of Woodman Accident & 
Life] and Mr. Gregg [Davis W. Gregg, 
president of American College] (who 
has written me privately) seem to 
have missed the point of my letter 
published in your issue of June 25. 

“TI did not ‘caution against attempts 
at hasty change in usage’ nor did |] 
express any disagreement with the 
view that insurance terminology could, 
in some respects, be improved. Al- 
though I pointed out some of the dif- 
ficulties involved in changing _long- 
established terminology, the purpose 
of my letter, as I think is perfectly 
clear, was to express my disagreement 
with what I considered the grossly 
exaggerated statements and _ unsup- 
ported assertions made by Mr. Gregg, 
A good cause may well be harmed by 
such overstatement of the case.” 

The letter from Mr. Faulkner ap- 
peared in the July 9 issue. He is 
chairman of the committee on health 
insurance terminology of the Ameri- 
can Assn. of University Teachers 
Commission on Insurance Terminolo- 
gy. Mr. Gregg is chairman of the com- 
mission and the letter from Mr. Ma- 
clean that appeared in the June 25 is- 
sue was about the talk that Mr. Gregg 
gave at the annual meeting of the in- 
surance section of the Special Li- 
braries Assn. Mr. Maclean objected to 
Mr. Gregg’s statement that because of 
“terminological chaos” “countless sales 
have been lost” and “manpower costs 
have been doubled or trebled.” 


Confederation Introduces 
New Deferred Annuity Plan 


A new annual premium deferred an- 
nuity, the Pension Accumulator, has 
been introduced by Confederation Life. 

The plan may be issued at any age 
from 0 to 65 in units of $100 annual 
premium, with discounts for quantity. 
Retirement income will normally com- 
mence at any age from 60 to 70. An- 
nuity values are based on a genera- 
tion approach. 

Options include income guaranteed 
for either 10 or 20 years. Dividends 
may be used to increase the amount 
of the retirement income. Guaranteed 
non-forfeiture benefits include a paid- 
up annuity feature. Total disability 
waiver of premium may be added, with 
or without monthly income. 





Augu 


Slic] 
Nw 
( 
month: 
peatin: 
the st 
climb 
“The 
in a st 
econor 
jncomé 
sion Ni 
the pa 
made | 
middle 
great | 
very T 
familie 
well a 
essent: 
direct 
things 
travel 
impor’ 
establ: 
surant 
real s 
guidal 
“Mc 
philos 
sonal 
becom 
on thi 
thems 
does ! 
can it 
indivi 
will c 
and 1 
servic 
thorit 


Reco: 

Nev 
durin, 
camps 


— 





just 6, 194 
naixmuim gf 


n with ben. 
mum of 36 


ual or fam, 
ans provide 
; UP to $25 
nefits, ang 
>y accident 
can be at. 
g from $2 


the plans jg 
uctible, $59 
tible provi. 
y and mis. 


inology 
20se Of 
Macleay 


rance con. 
10uth Port, 
sident and 
New York, 


e with me 
rolong the 
. insurance 


O say that 
Faulkner, 
ccident & 
W. Gregg, 
oge] (who 
/ seem to 
my letter 
1e 25. 
t attempts 
nor did ] 
with the 
ogy could, 
oved. Al- 
f the dif- 
ing long- 
» purpose 
perfectly 
igreement 


e. 
kner ap- 
e. He is 
on health 
> Ameri- 
Teachers 
rminolo- 
the com- 
Mr. Ma- 
ne 25 is- 
ir. Gregg 
f the in- 
cial Li- 
jected to 
cause of 
ess sales 
yer costs 


ces 
y Plan 


rred an- 
tor, has 
ion Life. 
any age 
) annual 
juantity. 
ly com- 
70. An- 
genera- 


iranteed 
vidends 
amount 
ranteed 
a paid- 
isability 
od, with 





August 6, 1960 


Slichter Comments On 
Nw Mutual Growth 


(CONTINUED FROM PAGE 5) 
months. That is merely history re- 
peating itself and demonstrating that 
the stock market cannot everlastingly 
climb upward. 

“The American consumer was never 
jn a stronger position in the American 
economy. Due to his large gain in real 
income, his position in economic deci- 
sion making has increased greatly in 
the past 25 years. This country is now 
made up of broad middle- and upper- 
middle-income groups rather than 

eat masses of poor people and a few 
yery rich. That means that millions of 
families now have incomes that are 
well above their daily need for living 
essentials. They are in a position to 
direct part of their income for many 
things: Increased savings, recreation, 
travel and a thousand other uses. More 
importantly, they are in a position to 
establish strong and effective life in- 
surance programs that have values of 
real substance, but they need your 
guidance. 

“More and more they need a new 
philosophy and understanding of per- 
sonal and family planning, in order to 
become solid and constructive citizens 
on the new level on which they find 
themselves. Philosophy of this kind 
does not come in neat packages, nor 
can it be taught by only semi-informed 
individuals. Philosophy of this kind 
will come only through recognition of 
and response to lasting authority—in 
service and in counselling—the au- 
thority of true value.” 


Records For American United 

New sales records were established 
during the annual president’s month 
campaign of American United Life. A 
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‘record $18,470,294 of direct business 


was written and another mark was 
reached in paid volume sales of $10,- 
992,120. Sales of ordinary, group and 
reinsurance in the first six months of 
1960 were $198,568,207, a 14% increase 
over the comparable period last year. 


Report On Ohio Results 

The Ohio department’s summary of 
life business in that state in 1959 
shows total premiums of $953,978,439 
for 219 companies, this being an in- 
crease of 5.06% over 1958. New busi- 
ness amounted to more than $5.2 bil- 
lion, up 20.28%, and the total insur- 
ance in force increased 8.8% to $33 
billion. 

Ordinary premiums totaled $454,- 
876,876, the new business amounting 
to more than $3 billion (a 10.5% gain). 
Ordinary in force now amounts to 
more than $18.7 billion. 

Group, including group credit, ac- 
counted for more than $106 million in 
premiums, the new business being $1.7 
billion and the total in force $11.6 bil- 
lion. 

Industrial decreased 1% in premium 
volume, totaling $92,435,462, and the 
new business was $400 million, a 4.4% 
gain, making insurance in force $2.7 
billion. 


Life Of Pa. Writes Union Group 
Life of Pennsylvania has been se- 
lected on a competitive bid basis as 
the group life and accident insurer of 
Teamsters Health & Welfare Fund of 
Philadelphia and vicinity. Four locals 
with a membership of 16,000 are cov- 
ered. Additional locals are expected to 
bring total certificate holders to 20,- 
000. The plan provides $5,000 life and 
$5,000 AD&D, increasing to $6,000 of 
each on the first policy anniversary. 











orks for me! 


* Security's Planned Agency Development Program 


“SPAD has directly helped increase my production be- 
cause it places emphasis on the ‘how’ and provides 
result-proven audio-visual aids. SPAD is geared to the 
individual and permits me to use it most effectively in 
each particular instance.” 


With SPAD, you know where you're going...today 


and tomorrow! 


SECURITY 


Stuart C. Ferris, C.L.U. 
Agency Vice-President 


OF DENVER 


SECURITY LIFE BUILDING 
DENVER 2, COLORADO 


LIFE & ACCIDENT CO 





Brower Made Chairman 
Of Transamerica Corp. 


Horace W. Brower has been elected 
chairman of Transamerica Corp. and 
is succeeded as president by John R. 
Beckett. Mr. Brower continues as chief 
executive officer. Mr. Beckett was 
elected a director. 

Mr. Brower was named president 
of Transamerica to succeed the late 
F. N. Belgrano Jr. He is also presi- 
dent of the largest subsidiary of 
Transamerica, Occidental Life, and 
will continue in that office. He has 


19 


been president of Occidental since 
1951. 

Mr. Beckett has been vice-president 
and a director of Blyth & Co., a na- 
tionwide investment banking organ- 
ization, with which he has been iden- 
tified since 1944. He has also been 
with Pacific Gas & Electric, Duff & 
Phelps, Seattle Gas and Securities & 
Exchange Commission. 

Union Mutual Production Soars 

Union Mutual Life’s June produc- 
tion of ordinary life was up 83% over 
the June, 1959, figure. 
















ab 

ies BETTER than | hoped, Fred. 
We've gained more operating flexi- 
bility, and our reinsurer is com- 
pletely non-competitive.” 

‘| wouldn’t have ok’d the agree- 
ment on any other basis, but what 
do you mean by ‘more flexibility’?”’ 

“Their underwriting experience 
and speed, especially on sub-stand- 
ard, and their variety of contracts 
and pooling arrangements give us 
more sales mobility. Their consult- 
ants are top men — and available 
when we need them. They've 
trained two underwriters for us and 
helped us with filing problems in 
Tennessee and Indiana. | could go 
on and on.” 

‘No need. It’s clear to me we’re 
better off with North American Re- 
assurance. Should we be looking 


Our handy booklet, “Reinsurance Exclusively,” 


eWell, Jim, 
we've had 

a reinsurer 

for a year now. 
How's it 
working out??? 


to them for advice on entering the 
group field?” 

“Just what I’m doing now. A staff 
man from North American Re is 
due any minute . . . and while I’m 
at it, I'll see if they can help with 
that administrative problem we 
discussed yesterday.” 


°F ine. 
They're valuable 
people to know.”” 





outlines the many services we provide to life companies. 
Would you like a copy? Simply address: 


NORTH AMERICAN 





LIFE e 


REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, II. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 
ACCIDENT & SICKNESS e GROUP 





Met's New Pay Plan 
CONTINUED FROM PAGE 1) 


changes in the compensation arrange- 
ments at the same time as it brought 
out its new policy line. 

In essence, the new compensation 
arrangements for agents is extremely 
simple. It consists of first year re- 
newal and service commission for all 
lines of business; it also has an Income 
Builder provision which is based on 
the rate of personal life insurance pre- 
mium growth. In addition, in order to 





For Agents Given 


accomplish an orderly changeover from 
the former arrangements to the new, 
several transition features were pro- 
vided. 


Simplicity Plus Universality 


The eventual simplicity of the new 
compensation arrangements is a basic 
reason for its adoption; the other, and 
most important, is its universality. 
This simplicity and universality per- 
mit each agent to operate in that mar- 
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ket which best suits his abilities, to 
which he has the best access, and in 
which he can be most successful, with- 
out having an adverse effect on his 
compensation and recognition. 

This leads up to the third major 
change by the Metropolitan on Jan. 4, 
1960; the introduction of the produc- 
tion credit plan. Here, too, is a simple 
arrangement, with a broad appeal. It 
provides $1,000 of production credit 
for each $10 first year commission 
credited to the agent’s commission ac- 
count. It applies equally to ordinary 
or industrial business, personal acci- 





AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 






Aid Association 
for Lutherans 


insurance 1n 
force has 


grown substantially 


each year — 
to a present 
record of a 
billion and 


three quarter 
dollars which 


is owned by 


the 575,000 AAL 


members. 


AAL benevolence 


programs in 
behalf of 
Synodical 
Conference 


Lutheran church 


institutions 


keep expanding 


with this 
growth in 
our life 


insurance 
sales. 
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ties, or life insurance. It recognizes thy 
a field man’s sales efforts are more ag 
equately measured by first-year com. 
mission than by the face amount of th 
policies sold; it eliminates the posg. 
bility of the agent putting his ow 
interests ahead of those of his policy. 
holders and prospects. 
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pany: 
Basic Plan Adopted in 1933 A mor 
politan’s 
The reasons for Metropolitan’s com. ol tl 


plete revision of its policy portfoliy 
need no explanation, in light of simj. 
lar changes being made in whole 
in part by so many other companie 


e objec 
owing © 
ess othe! 
n 1960 a! 


The philosophy behind its productig, All fir: 
credit plan is evident from the brig orms 0 
description above. The reasons for the at is, f 


changes in its compensation arrange. 
ments are not so self-evident. 

To explain the reasons, A. Roger 
Maynard, 2nd vice-president of the 
Metropolitan and chairman of the com. 
pany committee which devised theg 
new arrangements, used two familia 
quotations at a recent sales meeting 
“Time marches on,” and “The old op. 
der changeth, yielding place to new’ 

He reminded his listeners that the 
basic plan of agents’ compensation 
used through 1959 was that which wa 
adopted in 1933. At the time of its 
introduction it represented a new con. 
cept and a great forward step over the 
then existing “times” contract. But, in 
spite of changes and revisions from 
time to time, it still represented a 
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arrangement which placed _ policy-B provides 
holders in one of two separate and Sto agent 
distinctly recognizable groups—“de- Base. 
bit” business and “regular ordinary’— A ver 
business. This was merely an offshoot Bterests | 
of the original concept which divided § needs w 
the policyholders into industrial and § .onal li! 
ordinary i.e., weekly premium and § sion scz 
other. same pl 
Objectives Listed of polic 
premiul 
Today, the distinction between these f first ye 
two forms of business (which Metro- § the poli 
politan now terms “account” and “pre- B tice or < 
mium notice” as being more descriptive § scale p 
than debit and “regular ordinary”) is § rate inc 
essentially in the areas of convenience §to $10, 
in making premium payments by the Bagents’ 
policyholder, of providing differences 
in policy benefits which reflect differ- Several 
ing basic economic needs dependent on — Seve 
income levels, and of using broader Bduced c 
underwriting groups and_ simplified §sions. F 
procedures to bring the costs of both grates or 
types of business more nearly in line Bbeen a 
with each other. more ré 
In designing its new compensation §ing ret 
plan, Metropolitan outlined the objec- tates v 
tives toward which the plan would be Bare the 
directed. These were: newal 
1. Continue to emphasize selling in § fr ac 
best interests of policyholders. form fc 
2. Establish a reasonable balance § the rer 
between stability of income and im- § fr pre 
ded by 
the ea 
MANAGEMENT a 
The 
A CONSULTANTS |[jxitz 
incom 
vision | 
the sale 
O’TOOLE ASSOCIATES | fit, ve 
Incorporated provide 
Management Consultants to earning 
Insurance Companies growth 
Established 1945 vation; 
220-02 Hempstead Avenues ance of 
QUEENS VILLAGE 29, NEW YORK mium | 
ness. / 
this ne 
g CONSULTANTS UB I tied, si 
IN MARKETING AND MANAGEMENT ognizes 
FOR THE INSURANCE BUSING BEB cannot 
Frank LANGE AASSOCIATES | | tors 
ONE NORTH LASALLE ST. 521 FIFTH AVENUE | § —Sales 





CHICAGO 2, ILLINOIS NEW YORK 17, 8.Y. 
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. Encourage premium __in-force 
wuilding . 

4, Strive for proper balance between 
production and convervation. 

5, Provide common goals for all 
embers Of the field force. 


g. Attract capable men to the com- 











PE wore detailed analysis of Metro- 
vo holitan’s New compensation plan in- 
litan’s com, cates the degree to which it meets 
Cy portfoligfi,.. objectives listed above. These fol- 
ght of simif wing comments are restricted, un- 
in whole ¢ ess otherwise stated, to policies issued 
_ Companies §., 1960 and later years. 
+ Productinff ay first year commissions for all 
m the brie, of business are annualized; 
sons for thet is, first year commissions for the 
on arrangeEntire policy year are credited when 
at. e company receives the first pre- 
, A. Rogexfinium payment on the new policy. 
lent of thelio¢ course, should a lapse occur during 
of the com. he first policy year, the unearned por- 
vised thexfiion of that commission will be 
wo familiaf-nanged. This annualization builds 
€s meeting Ba sents’ incomes faster, since they do 
The old op. not have to wait up to a year for full 
ce to new’ ffinancial reward of the sales efforts 
rs that the Bmade. 
mpensatin— In addition to being annualized, 
which was first year commissions—together with 
time of its most service and renewal commissions 
a new con-§_will be accumulated over each 13- 
ep over theBweek fiscal period and paid out in 
act. But, in equal weekly installments in the fol- 
sions fromjowing 13-week payment period. This 
esented an practice of accumulating commissions 
2d policy-B provides a greater stability of income 
parate and Bo agents than would otherwise be the 
oups—“de- B case. 

ordinary’§ A very important change in the in- 
oe offshoot Bterests of selling to fit policyholders’ 
ich divided § needs was the condensation of all per- 
ustrial and § sonal life insurance first year commis- 
mium and®sion scales into three; which, for the 
same plan of insurance, the same size 
of policy, and for the same duration of 
premium payment, provide the same 
first year commission rate, whether 
the policy is written on a premium no- 
tice or account business basis. The new 
scale provides first year commission 
rate increases for policies in the $2,000 
to $10,000 range, thus _ increasing 
agents’ opportunities for earnings. 


Several Changes Introduced 
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Several changes have been intro- 
duced on renewal and service commis- 
sions. First of all, renewal commission 
rates on premium notice business have 
been adjusted so as to build earnings 
more rapidly. Secondly, instead of hav- 
ing renewal and service commission 
rates vary by plan of insurance, they 
are the same for all plans. The re- 
newal and service commission rates 
for account business are also uni- 
form for all plans and amounts. Thirdly 
the renewal and service commissions 
for premium notice business are gra- 
ded by policy year with the rates in 
the early policy years highest when 
conservation effort is needed most. 

The third basic element in Metro- 
politan’s new compensation plan is the 
“income builder” provision. This pro- 
vision has been designed to encourage 
the sale and conservation of high qual- 
ity, persistent business. In addition, it 
provides a new area for additional 
to earnings; it pays more for premium 
growth, whether from sales or conser- 
vation; and it recognizes the import- 
ance of premium growth both for pre- 
mium notice as well as account busi- 
hess. Above all, it demonstrates that 
this new compensation plan is a uni- 
fied, single purpose plan; it also rec- 
ognizes that life insurance growth 
cannot be achieved by separating the 
factors that contribute to that growth 
—sales and conservation. 
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Walker, Past NALU 


President, Heads 
Central Fla. Unit 


Robert L. Walker, who until now has 
never held a local association elected 
position, yet has 
been president of 
both Florida Life 
Underwrit- 
ers Assn. and of 
NALU, has been 
installed in just 
such a post, that 
of president of 
Central Florida 
Life Underwriters 
Assn. 

Mr. Walker, who 
received his CLU 
designation 
in 1953, is manager of Peninsular Life 
at Orlando. Without “going through 
the chairs” of his local association, he 
was elected a vice-president of the 
Florida association in 1945, becoming 
president the year following. 

In 1950, he ran for NALU trustee 
and was elected. Two years later, he 
was up for reelection to the trustee 
office and again was named to the 
post. He became NALU vice-president 
in 1953 and the following year was 
elected to the national association’s top 
elected office. 

Also, on the national level, he was 
chairman of NALU’s membership com- 
mittee in 1950. 

In being elected to the local associa- 
tion office, Mr. Walker, in effect re- 
verses the normal procedure for elec- 
tion to NALU’s top offices. 

Other officers installed by Central 
Florida Life Underwriters were John 
Abbott, New York Life, 1st vice-presi- 
dent; Robert S. Mikesell, Prudential, 
2nd vice-president; Harry Tyson, Na- 
tional Standard Life, secretary, and 
D. C. Smith, American National Life, 
treasurer. All officers, like Mr. Walker, 
have their business headquarters at 
Orlando 


Robert L. Walker 


San Antonio Agents Told: 
Blue Cross Should Be Taxed 


The consensus of local Texas asso- 
ciation representatives is that Blue 
Cross operates for a profit and its op- 
erations are no different from those of 
a mutual insurance company; con- 
sequently, it should be taxed, Forres 
Wood, Mutual of New York and pres- 
ident San Antonio Assn. of Life Un- 
derwriters, told a meeting of that as- 
sociation. 

Mr. Wood, who was reviewing the 
highlights of the Brownsville conven- 
tion of Texas Assn. of Life Underwrit- 
ers, spoke of the efforts of John M. 
Mathis, Austin, managing director 
TALU, to spotlight those companies 
which are engaging in direct under- 
writing. 

Mr. Wood noted that of the 757 Na- 
tional Quality Awards which were 
presented at the annual, 72 went to 
San Antonio agents. 


Southland Agents Attend School 

Sixteen veteran Southland Life 
agents and managers attended a three- 
day business insurance school at the 
Dallas home office. All of the men had 
satisfactorily completed a correspond- 
ence course on business insurance 
during the past six months. The sub- 
jects covered in the school were busi- 
ness insurance in general; partnership, 
corporation, sole proprietor, and key 
man insurance; life insurance trusts; 
and profit sharing trusts. 








21 











BROAD HORIZONS FOR 
MANAGERS "TO BE’! 


Cal-Western Life is riding the tide of Western growth. Our 
Company has doubled in size in five years — due in great 
part to the remarkable effectiveness of our unique manage- 
ment development program. We have “flagged” dozens of 


areas for intensive agency expansion. 


California-Western States Life 
Jnsurance Company 


Home Office: Sacramento 





If you are management-minded . . . and 


management-quali- 


fied . . . between 30 and 40 years old, have a sound back- 
ground in personal production and a college education or 
equivalent, write in confidence for details of our manage- 
ment-building program. Address: Lynn Tenney, Vice Presi- 


dent, P. O. Box 959, Sacramento, Calif. 

















charitable activities. 


Las 


On the go... 


COMMUNITY 
SERVICE 


Service to community is a trademark of Life Insurance 
Company of Georgia. Wherever you go throughout 
its eleven-state territory, you’ 
people taking leading parts in church, civic, and 


ll find Life of Georgia 


INSURANCE 
COMPANY 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
















































































































































































































































































































































































HieNATIONAL UNDERWRITER 


LT) 


A WELL-BALANCED COMPANY 


7 ae 


increasingly recognized 
in the field of 
Life Underwriting 


The FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA @ PENNSYLVANIA 








Peirce Sees More 
Households, Prospects 


(CONTINUED FROM PAGE 7) 
moving into white-collar or skilled 
blue-collar jobs. From these changes 
will emerge “a younger household with 
more children, better education, better 
occupation, better incomes.” This, he 
predicted, will “create a market of 
tremendous proportions for you and 
all other life underwriters in America.” 

General American, he said, has con- 
solidated its rapid growth of the 1950s 
and has a sound program for building 
new sales manpower. The company’s 
recent reorganization of its group di- 
vision was designed to allow the agency 
organization to capitalize fully on the 
group selling. “We would like to see 
our group insurance sales emanate pre- 
dominantly from our own field asso- 
ciates,” he declared. 

Adm. Sidney W. Souers, chairman, 
received a “distinguished salesman’s” 
award. Mr. Peirce said Adm. Souers, 
who served during World War II as 
the first director of the Central Intel- 
ligence Agency and later became spe- 
cial advisor on foreign-military affairs 
to the President, has been responsible 
for many of General American’s large 
group clients and budget insurance 
cases, as well as guiding the company’s 
financial and investment policies. 

Mr. Peirce also presented the first 
lifetime membership in the President’s 
Club to Fred F. Sale, general agent in 
St. Louis. Mr. Sale has qualified for 
membership 25 times. Honored for hav- 
ing qualified 20 times were General 
Agent Chauncey H. Gegg of St. Louis, 
and General Agent Lewis C. Callow 
of Memphis. 

Alfred W. Klieforth of San Diego, 
formerly with the U. S. State Depart- 
ment spoke on “Family Management” 
at the annual meeting of wives of 
President’s Club members. 

One of the features of this year’s 
convention was a business insurance 
clinic, ‘The Case of Ben Smith, Mer- 
chant.” 





AMERICA’S INFORMAL 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, a 
theatre with a CinemaScope screen. Ready soon will 
be our new 17,000 square foot exhibit hall. For after- 
session enjoyment The Greenbrier’s recreational facili- 
ties are unsurpassed. And our staff of experts not only 
helps in planning your program, but they also handle 
the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1960—FEB. 28, 1961. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sale: 
Also reservation offices: New York, 17 E. 45th St., MU 2-4300 
Boston, 73 Tremont St., LA 3-4497 + Chicago, 77 W. Wash- 
ington St., RA 6-0624 » Washington, D. C., Investment Bldg., 
RE 7-2642 » Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 « Seattle, 726 
Joseph Vance Building, MU 
2-1981 + Dallas, 211 N. Ervay, 
RI 1-6814 « Los Angeles, 510 
West Sixth Street, MA 6-7581. 


THE 


WHITE SULPHUR SPRINGS * WEST VIRGINIA) 
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Cal. Agents To 
Push For Changes 


(CONTINUED FROM PAGE 3) 


ready been generated for passage 
such legislation as a result of legig 


AUY st 


tive interim committee hearings in 


state. The mortgage bill being 
sidered will follow several other a 
adopted recently in other states y 
venting a lending institution from 
quiring that mortgage insurance 
purchased from any specific compay 
Convention delegates also adopte 
comprehensive policy statement 
garding mass marketing of group 


insurance, endorsing the “policy of el! 


lightenment” adopted by the assogis 
tion’s board of directors last Decemb, 
This policy called for the disclosure, 
all cases of direct writings and coy 
missionless group business which ¢9 
be documented by the CALU. 

In a group insurance report 
by Chairman Harry N. Phillips, we 
ern group manager Sun Life of Cy 
ada, delegates voted to favor adoptiy 
of an anti-discrimination statute; adg 
ton of the NAIC model group life &% 
inition; adoption of NAIC model cre 
life and A&S bill (subject to review; 
any amendments agreed to at the 1% 
NAIC meeting); inclusion in all gry 
insurance quotations of charges f 
standard commissions. payable | 
agents; adoption of legislation definiy) 
franchise and wholesale life insurany 
and regulating its use; extra-territorj 
legislation; non-resistance to any % 
tempt to amend federal income tax |; 
or regulations which would remove thy 
artificial stimulation of jumbo gro 
life, and continuation of definite stu 
ies of “association” group to determin 
if it is in the best interests of the ir 
surance buying public. 

The report stated opposition to am 
extension of existing group credit le 
islation; any expansion of present leg 
islation relating to group life for é 
pendents; legislation which woul 
sanction the issuance of group termlifg 
to purchasers of securities; “double dol 
lar” and similar types 
life plans, and all group life plans ¢ 
the “garden club”’ variety, veterans or- 
ganizations, chambers of commer 
and similar “associations” where ther 
is no employer-employe relationship. 

Appearing before the _ conventin 
delegates on a legislative panel, As 
semblyman Thomas M. Rees, chairma 
finance and insurance committee, hai 
nothing but praise for the CALU le. 
islative program. “I do not know of any 
other organization that has planned s) 
successful a legislative program as th: 
CALWU since I have been in Sacrame- 
to,” he said. Commenting on _ diret 
writing of insurance by several Calif: 
ornia companies, he stated, “I don’t be 
lieve the insurance buying publi 
knows what it is buying, and I a 
firmly against the California veteran 
department entering into the business 

Mr. Rees emphasized that he & 
firmly opposed to the California vet 
erans’ life insurance program and has 
already conferred with the departmen 
of veterans’ affairs on this point. He 
said he will continue to meet with thal 
department in an effort to delete life 
insurance coverage from the veteran 
plan. He said it is wholly inappropriate 
for the state of California to be in thé 
insurance business. 

Earle L. Patten, Fresno manager @ 
New England Life, was elected pres 


dent; Herman J. Wulfsberg Jr., distri | 


manager Northwestern National, Fre 
no, lst vice-president; Ralph W. Fisch 
er, Northwestern Mutual, Los Angeles 
2nd vice-president and national com 
mitteeman, and Jules L. Routbort 


Penn Mutual, San Francisco, treasuret' 
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redit Disclosure Bill Seen Possible 


LIFE INSURANCE EDITION 


are primarily for the benefit of the | 


creditor,” Mr. Semer said. 


ratio question; an address on “Catas- 
trophe Reinsurance and Your Compa- 
ny” by Beaumont W. Wright of Tow- 
ers, Perrin, Forster & Crosby, Phila- 
delphia; a panel discussion on pene- 
tration and underwriting of substand- 
ard risks, and an address on legal 
problems in credit life claims pro- 
cedures by John Lehihan, general 
counsel Volunteer State Life. 


Jamison Agency Wins 


ges (CONTINUED FROM PAGE 2) 
PAGE 9) parned premium volume of approxi- 
S ately 30% for the rest of the indus- 
me of lal ¥, a its loss ratio has decreased 
earings ing pbout 17% on this increased volume, 
ll being q e pointed out. 
ral other » “Merit rating and safe driver insur- 
sr states pence Plans “represent nothing more 
tion from »gthan a drastic attempt to curtail or 
insurance gpmpede the progress of the so-called 
ific compageut rate, speciality, or direct writer 
Iso adopted ompanies,” and it is becoming more 
tatement ,gand more apparent that the “current 
of group jgeloak of responsibility surrounding 
“policy of egthese plans 1s fast becoming a rather 
the assoris ill-fated strait jacket,” Fred Boehm, 
ist Decernhsvice-President and general counsel of 
"disclosure gSt- Louis Insurance group, charged. 
gs and cop “Certainly that seems to be the case 
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ing plan. 


Mr. Boehm declared. 


eral credit disclosure act. 


emphasized. 


er or not it represents a charge “in- 
cident to the extension of credit,” as 
defined by a set of criteria in the bill. 
The principle rule of thumb used to 
decide what a charge represents is 
“whether the borrower is required to 
pay the charge as a condition of ob- 
taining the credit.” 

Mr. Semer, who first pointed out 
that the committee still has come to 
no final conclusions about how to treat 
credit insurance, said that one line 
of reasoning which follows the criteria 
holds that standard automobile insur- 
ance is not incident to the extension 
of credit, even though required by the 
lender, because it is an expense a car 
buyer would normally incur wheth- 


er he borrows or not. 


On the other hand, credit A&S or 


credit life, so the same reasoning goes, 
would seem to be part of the finance 
charge because both are 
which would not normally have been 
incurred if the debtor did not obtain 
credit, cover only unpaid balance and 
terminate when the loan is paid and 


“expenses 
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CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
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: Chicago 2, II. 
Financial 6-9792 
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in Texas where only one plan may be 
used, the compulsory Texas safe driv- 
In Texas the rates are 
promulgated by the board and are uni- 
form for all companies, regardless of 
the operating ability of the company,” 


Al Goldsmith, editor Washington In- 
surance Newsletter, cited a number of 
current issues of principal importance 
to the credit insurance field, among 
these the measure to establish a fed- 


The bill, sponsored by Sen. Douglas 
of Illinois and as approved by the sub- 
committee, requires disclosure of fi- 
nance charges in terms of simple an- 
nual interest, and—of concern to credit 
insurance circles—any other charges, 
however labeled, “if they are incident 
to the extension of credit,’’ Mr. Semer 


The problem to be resolved as far as 
credit insurance is concerned is wheth- 


Nw Mutual Honors 
(CONTINUED FROM PAGE 2) 
cyholder satisfaction and the develop- 

ment of productive agents. 

Other general and district agencies 
were honored for volume. The leader 
for the second consecutive year among 
all 96 general agencies was the John 
H. Jamison general agency, Chicago. 
The J. Lowell Craig general agency, 
Milwaukee, for the second consecutive 
year placed second, with the John R. 
Mage general agency, Los Angeles, 
third, also for the second consecutive 
year. 

The E. D. Haseltine Jr., district 
agency, San Jose, of the Shipley gen- 
eral agency, San Francisco, took first 
place among district agencies. The 
W. K. Pierce agency, Elgin, Ill., assoc- 
iated with the Roeder general agency, 
Aurora, was second, and third was the 
Royall R. Brown agency, Winston-Sa- 
lem, N. C., associated with the Darling 
general agency, Durham. 


Life Companies Inc. 
To Spin Off Lamar Life 


(CONTINUED FROM PAGE 2) 
tion insurance vending machines. Life 
Companies will then have only com- 
mon stock outstanding. 

The Murchison moves have given 
rise to a great deal of speculation 
among New York observers. There is 
conjecture that Life Companies may 
now be merged with Life & Casualty, 
which is about 24% owned by the Mur- 
chisons. Atlantic Life, which writes 
some industrial business, has the same 
type of agency force as Life & Cas- 
ualty. 

The retirement of preferred stock 
could be motivated by merger plans, 
since few publicly owned life compa- 
nies have any preferred stock. 

Life Companies stock has gone up a 
few points to around $19% recently, 
representing roughly the liquidating 
value of the company. 

San Antonio Auxiliary Elects 

Mrs. Stanley W. Cole, Government 
Personnel Mutual Life, has been elect- 
ed president of the women’s auxiliary 
of San Antonio Assn. of Life Under- 
writers. Other officers are Mrs. Wil- 
liam G. Noble, American General Life, 
lst vice-president; Mrs. Rex B. Cruse, 
Acacia Mutual Life, 2nd _ vice-presi- 
dent; Mrs. A. Leroy Baker, American 
Founders Life, 3rd vice-president; Mrs. 
William V. Bolinger, Commercial & 
Industrial Life, recording secretary; 
Mrs. Frank C. Camp, Mutual of New 
York, corresponding secretary; Mrs. 
) Robert K. Carino, Government Per- 
sonnel Mutual Life, treasurer, and 
Mrs. George E. Wreckloff Jr., Acacia 
Mutual Life, parliamentarian. 


Western Security of Oklahoma City 
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Other features of the program in- | 
cluded a panel discussion of general | 
operating problems in the credit insur- | 
ance field, especially the critical loss | 









LOOK HERE!.. 


With a proven sales record, and if living in 
one of the Provident States*, we may have 
just the opportunity you are looking for. 


WHY NOT 
HAVE?.. 


> Your own general agency 

>» Top commissions on 
personal production 

>» Vested renewals 

>» Competitive policies 

>» Powerful sales brochures 





*“THE PROVIDENT 
STATES” 
Minnesota - Wyoming 
South Dakota - Idaho 
North Dakota - Utah 
California + Oregon 
Washington - Arizona 
Colorado - Nevada 
New Mexico + Montana 
ACCIDENT 


PROVIDENT LIFE us: sea 
INSURANCE COMPANY 


BISMARCK, NORTH DAKOTA 


>» Tops in support from 
Home Office 

>» Growth with a growing 
company 
Write in strict confidence to: 
JOSEPH DICKMAN, 
Agency Vice President 








UNITED FAMILY BENEFIT 


@ Father selects his basic life insurance.plan. 


@ He adds to it the United Family Benefit; 
one unit for basic policy of $5,000 or more. 
Issued in one, two or three units. 


@ Designed to give maximum death benefit on 
_mother when — are small and need 
is greatest. 


© Each child has $1, 000 of level term insurance. 
Children born during term of Benefit are auto- 
matically covered with no increase in cost 
from 15 days old. 


. one more reason why agents are in- 
creasing their production and income! 


WRITE NOW 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


CONCORD, NEW HAMPSHIRE — Established 1913 





Write H. V. Staehle, Jr., C.L.U., Field Management 
V. President, United Life, 5 White Street, Concord, N. H. 
STATES SERVED: Cal., Conn., Del.*, D.C., Fla., Ind.*, 
La., Me., Md.*, Mass., Mich.*, N.H., N.J., N.C.*, 
Ohio*, Pa.*, R.I., Vt., Va.* 


*General Agency Opportunities Available 
Overseas Territories Available 
Brokerage Opportunities Available 





| has been licensed in Florida. 









Editorial Comment 
What About Tie-Ups With Mutual Funds? 


The criticism made by Executive 
Vice-president L. Douglas Meredith of 
National Life of Vermont that profits 


to mutual fund managements are too 
high and are wrongly based on size 
of assets rather than performance 
raises some interesting questions. 

If there is an unjustifiable amount 
of “fat” in the usual mutual fund 
management contract, who is likely to 
pare it down? Not the operators of the 
usual mutual fund setup. They’re com- 
petitive enough but they’ve shown no 
interest in competing on a price-of- 
management basis. 

One answer might be a mutual 
mutual fund, i.e., a mutual fund owned 
by the shareholders in the same sense 
that a mutual life company is owned 
by its policyholders. Such a_ thing 
seems not even remotely possible, 
however, because of the unlikelihood 
of finding anybody with enough ability 
to promote such a thing and yet with 
e.0ugn altruism not to want to make 
ine going rate of profit for himself. 

But something like a mutual mutual 
fund is already being operated by the 
Nationwide group of insurance com- 
panies. Nationwide Mutual, the casu- 
alty company, and Nationwide Mutual 
Fire own control of Nationwide Corp., 
which owns and operates a mutual 
fund called Mutual Income Founda- 
tion. Some of the stock of Nationwide 
Corp., is publicly held, but to the ex- 
tent that participating stockholders of 
Nationwide insurers own Mutual In- 
come Foundation and its management 
and sales organizations they enjoy the 
price advantage of a mutual mutual 
fund, even though they don’t own 
shares in the fund itself. 

Another way of cutting mutual fund 
management costs might be the entry 
of stock (or mutual) fire-casualty in- 
surers into the mutual fund field. This 
has already been talked about as a 
possible alternative to going into life 
insurance. These companies are aware 
that while life insurance business looks 

gooi to insurers plagued by high loss 
ratios and unreasonable state restric- 
tions on rate increases, it also takes 
plenty of time, money and_ high- 
priced talent to get a life company 
rolling on a profitable basis. 

On the other hand, a fire-casualty 


insurer could operate a mutual fund 
through its present investment depart- 
ment with hardly any increase in per- 
sonnel and with no increase whatever 
in its amount at risk. There would be 
none of the obligation to build up re- 
serves such as are required under life 
insurance contracts. 

At the same time, mutual fund 
shares might be a lot easier for fire- 
casualty agents to learn to sell than 
life insurance. Many general lines pro- 
ducers are consistent and excellent 
life insurance salesmen, but it has 
been pretty widely found that convert- 
ing a strictly property-liability agent 
into a life agent is extremely diffi- 
cult—far harder, anyway, than getting 
a life man to sell fire-casualty. 

Selling mutual fund shares seems to 
be much more like the kind of sale 
the fire-casualty man is used to mak- 
ing: The prospect is interested, he 
wants to buy from a man he has con- 
fidence in and most of all there isn’t 
the need for the salesman to confront 
the prospect with his manifest duty to 
do something unselfish and fairly ex- 
pensive. 

Where there’s a need for life insur- 
ance, as there usually would be with 
the man who wants to “invest the dif- 
ference” in mutual funds, the fire- 
casualty agent has a relatively easy 
sale as compared with the sale of 
permanent, investment-type life insur- 
ance that a life agent would want to 
sell in place of the mutual-fund term 
insurance package. 

The spread of ownership of mutual 
funds by life companies to provide a 
cheaper “package” than either the 
mutual fund or the life company 
could market by itself seems likely to 
be slow. Many prominent companies 
object to letting their agents sell mu- 
tual fund shares at all. 

The objection is mainly that the two 
forms of investment are so different 
that it is like carrying water on both 
shoulders to try to sell both and still 
advise the prospect objectively. How- 

ever, the Nationwide people contend 
this is not so. They argue that there 
are many situations in which variable 
investments are essential to proper 
state planning and agents’ should 
have both life insurance and mutual 
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funds in their sales kits. 

The mutual fund world is a lively, 
changing, fast-moving one. It is likely 
to become more so if the plan of con- 
verting shares; to a variable annuity, 
as one fund proposes to do, becomes 
general. Some life insurance people 
want to utilize the popular appeal of 
mutual funds to sell more life insur- 
ance; others in the business consider it 
anathema. 

In general, those in the life busi- 
ness who feel kindly toward a tie-up 
between a life company and a mutual 
fund tend to be with the smaller com- 
panies, whose managements are look- 
ing for a way to expand sales fast and 
see in mutual funds a way of offering 
the public something more salable 
than life insurance alone. 

The larger life companies, which 
have more conventional ways of stim- 
ulating growth to a degree satisfactory 
to their managements, are inclined to 
look down their noses at mutual 
funds. Some even view with alarm the 
possibility that mutual funds may be- 
come involved with life insurance to 
an extent that would be detrimental 
to the life business. 

But just because life insurance-mu- 
tual fund tie-ups are made by a few 
companies is no reason why it will 
spread throughout the life business, or 
even come close to such general adop- 
tion. One life company having a cer- 
tain type market and certain type 
agency force may find that mutual 
funds work out just fine as an ad- 
junct to insurance sales. But another 
company with a different market and 
field force could fall flat on its face 
trying to do the same thing. It seems 
as if almost always something that 
threatens to “spread like wildfire” 
runs into a firebreak that few had 
noticed in all the hullabaloo but which 
was there all the time.—R.B.M. 





Personals 


Milton Weiner, manager of Equit- 
able Society at New York, has been 
named chairman of the life insurance 
agents group of the Greater New York 
Fund’s 1960 appeal. 


Theo. P. Beasley, president Republic 
National Life, and Mrs. Beasley are 
shown enplaning for Geneva, Switzer- 
land, where Mr. Beasley will attend an 
executive meeting of the World Coun- 
cil of YMCAs. Three lay members and 
four YMCA staff members will repre- 
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sent the United States at the meetiy 
Altogether, 76 countries will be rep 
sented. In addition, Mr. Beasley y 
attend the world convention of Digg 
ples of Christian Churches in Edi 
burgh. 












Laurence F. Lee, president of Pe 
insular Life, recently returned from 
trip around the world with other by 
iness leaders. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & ¢ 
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Chester G. Raymond, left, Nation 


Life of Vermont’s agent at Tacom — 
Wash., since 1924, shows facsimile Ps L 
company’s first policy written in 18 Lif i 
to Vermont’s Gov. Robert T. Staffori, vi e, ar 
during housewarming  ceremor cba 
which were a part of a day-long vi tory : 
by 600 members of the field force Wf as 
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idland Mut. Unveils 
few Sales Programs 


Five major new merchandising pro- 

ms were unveiled during the 1960 
Pavention of Midland Mutual Life at 
ake Placid, N.Y. 

They are: 

MAIL-O-MATIC, a completely new 
prospecting letter service involving 
hoth action or reply-type letters and 
onalized pre-call messages. 

“Aids for Agents,” a kit containing 
) different prospecting and prestige- 
milding aids, including a comprehen- 
ive telephone approach guide. 
“Comprehensive Income Security,” 
sales presentation combining both 

#e and non-cancellable health disa- 
pility income protection. 

The “Compensator,” an insured sav- 
gs plan presentation. 

Two new additions to the ‘“Motiva- 
tor” audio-visual sales kit “Key to 
Security,” a combination life and 
A&S film, and “Income Security,” an 
A&S presentation. 

Other convention highlights include 
addresses by Davis W. Gregg of Amer- 
jean College and Hal Nutt of the Pur- 
due Institute and recognition of field 
Jeadets by President C. O. Sullivan. 
Cecil H. Mechem, Mt. Vernon, O., re- 
reived a diamond pin for 30 years of 
oorvice. 
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force passed the $25-billion mark dur- 
ing June, as total sales for the first 
six months reached $1,558,900,000, a 
im gain of 1%. 

Total ordinary sales during the six 
months amounted to $1,166,500,000, a 
68% increase. The biggest gain for the 
period was shown in monthly debit 
ordinary sales, totaling $438 million, 
an increase of 9.3%. 

Group sales, on the other hand, de- 
clined 15.4% to $2881%4 million and 
weekly premium sales in the six months 
were $103 million, down 5.6%. 


Pacific Fidelity Life 
Enters A&S Field 


Pacific Fidelity Life has entered the 
B A&S field, writing a complete, guar- 
anteed renewable line of policies in- 
cluding major medical to age 75. 

The major medical plan pays up to 
$7,500 of medical expenses and is of- 
fered on a $250 deductible or $500 
B deductible basis. A paid-up benefit is 
Provided after age 75. 

Two veterans of the A&S field, Wal- 
ter L. McKee, Connecticut General 
Life, and Walter F. Schmitz, assistant 
vice-president Occidental Life of Cal- 
ifornia, participated in the introduc- 
tory program for company personnel 
at the Los Angeles home office of Pa- 
cifie Fidelity. 
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Communications And 
Marketing Topics To 
Head LAA Program 


The job to be done in the years 
ahead by life insurance communica- 
tions and marketing arms will be ap- 
praised by several public relations, ad- 
vertising and marketing experts during 
the second and third days of the annual 
meeting of Life Advertisers Assn. in 
New York, Sept. 21-23. 

Speakers for the first day’s program 
have already been announced. 

The morning session on Thursday, 
presided over by Hess T. Sears, Equit- 
able of Iowa, will open with the presi- 
dential address by Robert S. Kieffer, 
Metropolitan Life. He will be followed 
by a discussion of advertising, promo- 
tional and public relations materials 
exhibited and judged during the meet- 
ing. Participants in the discussion will 
be Peter Schruth, vice-president and 
director of advertising of the Saturday 
Evening Post; W. Howard Chase, pres- 
ident of Howard Chase, Inc., and Har- 
ry N. Kuesel, Phoenix Mutual Life. 
Johnson On Marketing Problems 

Future marketing problems in the 
insurance industry will be outlined in 
the afternoon by Raymond C. Johnson, 
New York Life. 

The Friday session will be pre- 
sided over by Stanley M. Richman, 
General American Life. Dexter Keezer, 
vice-president and a director of Mc- 
Graw-Hill Publishing Co., will discuss 
the decade ahead as seen by an ec- 
nomist. He will be followed by Cecil 
J. North, president of Metropolitan 
Life, who will give a company presi- 
dent’s views on the next 10 years in 
the business. 

General chairman of the meeting, 
Henry Arnsdorf, Prudential, will close 
the meeting with a “postscript.” 


N. Y. Department Wins In 
IWO Liquidation Case 


In a case involving some of the 
assets of the International Workers 
Order, the fraternal life and sickness 
insurer, a California district appeal 
court has ruled that an out-of-state 
receiver or liquidator is vested with 
title to the assets of the company by 
the law of the domiciliary state of the 
company and is entitled to assert this 
title in the courts of other states. 

The case is one of several in various 
states in which local lodges of the 
order have contended that the rights 
of local creditors would be prejudiced 
by the action of the New York depart- 
ment. 

Plaintiff in the action was Thomas 
Thacher, New York superintendent, 
who sought to take over real estate 
belonging to City Terrace Lodge 253, 
Los Angeles. The New York depart- 
ment sought liquidation of the brother- 
hood in 1950 on the basis that it was 
a communist front organization. 


Bankers Of la. Has Good 


June President's Month 

Bankers Life of Des Moines reports 
a successful June President’s Month: 
$49,576,765 written, examined and 
paid-for ordinary life insurance. 

New business issued and paid-for in 
the first six months totaled $223,512,- 
073. Of this amount, $133,656,526 was 
ordinary and the rest group. 

H. T. Offterdinger III, Washington 
D.C., wrote the highest volume of qual- 
ifying business during the campaign— 
$576,125. 


Do-It-Yourself Speech 
Training Catching On 


Field, home office and executive per- 
sonnel in the insurance business, for 
whom the ability to speak effectively 
is often a bread-and-butter asset, are 
getting an assist these days from Toast- 
masters International—an organization 
that helps men to train themselves in 
the “art” of self-expression. 

A recent breakdown of membership 
by industry affiliation discloses that 
employes in insurance constitute one 
of the largest groups engaged in the 
program, which is non-profit. More 
than 30 insurance companies in the 
U. S. and Canada are officially en- 
couraging or sponsoring the program. 

There are some 3,300 clubs operating 
on the “learning by doing” principle. 
Meetings are, in effect, laboratories 
where members learn the fine points 
of public speaking through practice and 
evaluation by fellow members. Along 
with developing the ability to speak 
articulately and convincingly before 
audiences, members learn how to pre- 
pare and present material for group 
discussion, to organize and conduct 
meetings, and to listen analytically. 

Headquarters of Toastmasters Inter- 
national are in Santa Ana, Cal. 


First Six Months Good 
For Southwestern Life 


Insurance in force of Southwestern 
Life reached $2,042,000,000 on June 30, 
and new business during the first six 
months amounted to $135 million. 

Twenty percent of the new busi- 
ness came from Arizona, Arkansas, 
California, Colorado, Louisiana, New 
Mexico and Oklahoma, although the 
company operated only in Texas until 
1955. 

New investments totaled $35,436,287, 
and invested assets rose $17,689,366. 


Non-Medical Limits Raised 
By United Life & Accident 


United Life & Accident has in- 
creased its non-medical limits on all 
plans of life insurance, with ages 10-30 
carrying a $30,000 limit. Previously, 
ages 0-25 had a limit of $15,000 and 
ages 26-30, $15,000. 

Under the new limits scale, ages 
31-35 now have a non-medical limit of 
$15,000; ages 36-40, $10,000, and ages 
0-9, $15,000. The limits apply to all 
plans, including term coverages, and 
to male and female risks. 


Offers Life Policy With 
Annuity Conversion Plan 

Self Help Mutual Life of Chicago 
is marketing permanent whole life 
insurance with a provision that per- 
mits insured to convert the policy 
to an immediate annuity contract any 
time after the 10th policy anniversary 
date and after the insured has reached 
his 55th birthday. This is done by mak- 
ing a one-sum deposit. 

The annuity to be paid is guaranteed 
at the rates in effect today but per- 
mits purchase with “tomorrow’s dol- 
lars.” The annuity can be purchased at 
a net premium rate. 

New Indiana Insurer 

Fort Wayne Mutual Legal Life is 
being organized in Fort Wayne, Ind., 
with Abner W. Elzey as president and 
Neil W. Lynn executive vice-president 
and agency director. Mr. Lynn said 
Lincoln National will be reinsurance 
agent for his company and Edward J. 
Peters & Associates of Indianapolis 
will be actuarial consultants. The 
home office is at 802 Van Buren 
Street. 
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Hugh G. Thompson “Jr., (left) 
Charleston, W. Va., receives Grant 
L. Hill achievement trophy from Rob- 
ert E. Templin, director of agencies, 
at annual meeting in Milwaukee of 
Northwestern Mutual Assn. of Agents. 
Mr. Thompson was also cited as sales 
leader in agents’ honor year, ending 
May 31, and as runner-uv in number 
of lives insured in fiscal year. 





Leonard A. Goodman Sr., general 
agent of John Hancock at El Paso, 
and Leonard A. Goodman Jr., a mem- 
ber of his father’s agency, receive con- 
gratulations from Byron K. Elliott, 
Eancock president, left, for their hav- 
ing been the first father and son team 
in the company’s history to become 
members of Million Dollar Round 
Table. The senior Mr. Goodman is a 
oualifying member of MDRT and Mr. 
Goodman Jr. is a life and qualifying 
member. Leonard Sr. is a past presi- 
dent of El Paso Life Underwriters - 
Assn. and his son is the association’s 
current president. 





Three Life & Casualty home office 
employe:—from left, Anita Bradford, 
Rosemary Felts and Adrina Drake— 
assemble more than 59,000 checks to- 


taling $1,077,896, which -vill go to 
“lost” policyholders in a campaign to 
return these unclaimed funds to owners 
of matured paid up endowment poli- 
cies. The systematic search is being 
conducted by all of Life & Casualty’s 
2,500 field men. 












s:okers Told Group 


(CONTINUED FROM PAGE 2) 
(except for group coverage writ- 
by the industry as a whole on fed- 
ral employes) has been accepted on 
, firm commission-paying basis. 
Mr. Kalmbach, in addressing com- 
pany production leaders in June de- 
clared, “‘We would not have started a 


( WANT ADS » 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 


in advance. 
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GROUP SALESMAN 


25 year old consulting actuarial firm is 
expanding its employee benefit depart- 
ment and has a ground floor opportunity 
for a mature young man who is an experi- 
enced Group Insurance salesman. Address 
resume to: 


Blair R. Morris, Manager 

Employee Benefit Plans Department 
Walter C. Green, Consulting Actuary 
455 E. 4th, South 

Salt Lake City 11, Utah 








SUPERVISOR 
CALIFORNIA BAY AREA 


Well-established office of first rank 
mutual life insurance company offers 
unusual opportunity for successful 
agent interested in management. 
Salary open. Write Box S-98, Na- 
tional Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








GROUP SALES REPRESENTATIVES 


Experienced Group sales representatives needed 
for assignments in Tampa, Birmingham, Kansas 
City, New York City, Pittsburgh, Memphis, 
Cleveland, and Greensboro, N. C., by large 
New England life company offering excellent 
future with advancement opportunities and lib- 
eral employee benefits. Compensation by salary 
and bonus. All replies confidential. Box T-3, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








A CHALLENGE TO GROUP FIELDMEN 


Are you at the end of the road and still under 
age 33? A large Mid-West Life Insurance Com- 
pany is accepting applications from experienced 
Group Insurance field representatives who be- 
lieve they can learn the Group Pension business 
in 18 months. Write giving a resume of your 
Group Insurance field experience and present 
salary to Box T-4, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. Only those 
interested in a challenge need apply. 








AVAILABLE 


Desires position as Agency or State Manager 
for progressive Life cempany in Mid-West area. 
Can furnish proven record of sales production 
and organizatienal ability. Write Box T-1, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 


Commission Stand 


group department if we had not been 
convinced that group insurance fulfills 
a real social need. One of our main ob- 
jectives was, and continues to be, the 
offering of an additional service which 
aids in attracting new agents and 
which furnishes an additional import- 
ant source of income to our field force. 

“Guided by this basic philosophy, we 
have steadfastly refused to engage in 
practices we consider detrimental to 
your best interests. As a result, we 
have lost group business to other good 
companies which are not as selective 
in their acceptance of new business. 


Won’t Follow Competitors 


“Some of our competitors are willing 
to quote on specifications submitted 
directly by prospective policyholders 
or by consulting firms on the distinct 
understanding that either no charges, 
or only nominal charges, would be 
made for agents’ commissions. As you 
know, we refuse absolutely to prepare 
a propo al under these circumstances. 
We have never made a quotation for 
regular group insurance business on 
any basis other than that of charging 
standard commissions as filed with the 
New York insurance department. We 
have refused to bid on a basis where 
the only field acquisition costs to be 
charged against dividends would be a 
modest finder’s fee. 

“Quite often we are asked to bid on 
a group life plan involving a maximum 
amount of individual coverage far in 
excess of what we feel is justified. We 
refuse to participate in such business, 
even though the underwriting risk can 
be lessened through the device of re- 
insurance or superimposing. 

“On the positive side, we actively 
pursue a number of policies which aid 
and support our general agents and 
agents, and provide attractive finan- 
cial conditions under which to place 
group business with our company. 
Here are some outstanding examples 
in this respect. 

“We have never established quotas 
or similar measures for group produc- 
tion by our general agents or agents. 
We provide renewal service commis- 
sions after the 10th year of the con- 
tract. We now permit career agents to 
include group commissions in deter- 
mining their contributions towards 
their pension plan. We release first- 
year commission authorizations within 





HOME OFFICE UNDERWRITER 


Are you interested in a position 
offering excellent future advance- 
ment with a middle sized Southern 
Company? We are looking for a 
man with 2 to 5 years experience 
and around age 30. Reply Box S-74, 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











Wanted—Asst. Medical Director 
for medium sized national non-cancellable 
Accident and Sickness and Life company 
located in attractive New England com- 
munity. Favorable outlook for younger 
medical doctor with open starting salary 
in area of $12,000., depending on qual- 
ifications, plus generous benefits. Write in 
confidence to Box S-82, National Under- 
—_ 175 W. Jackson Blvd., Chicago 4, 
inois. 








ASSISTANT CHIEF UNDERWRITER 


Excellent opportunity for man with 5 years ex- 

perience in home office life underwriting. Must 

have administrative ability. Company relocating 

from Chicago to Bloomington, Illinois in 1961. 

Send resume to Country Life Insurance Co., 

Personnel Dept., 42 East Ohio St., Chicago II, 
nos. 








GROUP REPRESENTATIVE 


Challenging opportunity for H.O. Group Repre- 
sentative in expanding group operation of 
young, growing company. About 30, 2-3 years 
experience in group sales. Extensive east coast 


travel required. Write R. D. Quackenbush, 
Bankers Nationa! Life Insurance Company, 
Montclair, N.J. 
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two working days after receipt of an 
application accompanied by a binder 
check equal to the estimated monthly 
premium. 

“Most of the country’s life under- 
writers believe that their very liveli- 
hood depends on the preservation of 
the agency system; and a sound bal- 
ance between group and individual in- 
surance. I am in full agreement with 
this belief. They also deplore the prac- 
tices of some companies which have a 
detrimental effect on the market for 
individual life insurance. Again, I 
agree. 

“However, many agents find it dif- 
ficult to resist the temptation of large 
commissions under cases that violate 
the general principles advocated by 
life underwriters’ associations. As a re- 
sult, a number of companies still con- 
tinue to encourage business under 
terms and conditions which life under- 
writers generally consider detrimental 
to their interests. 

“In my opinion, agents should realize 
that they must oppose in practice what 
they oppose in principle if they expect 
to influence the action of company 
managements. As far as I am con- 
cerned, I do not hesitate to say I am 
convinced that if the Massachusetts 
Mutual is to have the rate and type 
of growth that we desire, it will be 
necessary for us to have a vigorous and 
enthusiastic agency force, and I believe 
this will not be possible if we have 
group insurance practices which are 
detrimental to their interests.” 


Rewards Range Widely 
For Employes Who Pass 
LOMA Institute Exams 


Company-sponsored incentive plans 
for successful completion of Life Of- 
fice Management Assn. Institute cour- 
ses range from a “pat on the back” to 
vested vacation bonuses, according to 
the results of 30-company survey that 
was introduced at the meeting of Tex- 
as Life Convention in Dallas. 

The survey was conducted by offi- 
cers of three LOMA member com- 
panies—William T. Barnhill Jr., Great 
Southern Life; Glenn N. Wood, Amer- 
ican General Life, and Robert B. Hall- 
mark, Tennessee Life. 

The study report said that it was 
apparent that financial incentives for 
completion of the examinations “are 
more common in the large companies 
than in companies where fewer than 
50 people are employed in the home 
office.” 

Bonus vacations worth as much as 
$190 each were offered as inducements 
by some of the companies. Others re- 
ported offering cash awards for suc- 
cessful completion of each course, and 
one company included an all-expense 
paid trip to the LOMA annual con- 
ference for new fellows. 

Twenty-three of the 30 companies 
surveyed are active LOMA members, 
and 18 of the 23 are conducting classes 
in institute examinations. 

Of the total of 30 companies, 21 paid 
at least part of the LOMA examina- 
tion fee for employes and seven re- 
quired successful completion of the ex- 
amination before they would reimburse 
the student for the fee. 

One company pays one-half the fee 
only, while another pays one-half at 
enrollment and the remainder after 
successful completion of the course. 
The remaining companies pay the full 
cost of examination on enrollment, the 
only requirement being that the stu- 
dent take the examination. The ma- 
jority of the 27 employers having em- 
ployes sitting for LOMA examinations 
paid for text books. 
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Lincoln Natl. Life, 
N.Y., Names Office 


Officers of Lincoln National Life 
New York, wholly owned subsidiary 
Lincoln Natioy 
Life of Fg 
Wayne, Ind., we 
announced follg 
ing the first meg 
ing of the p 
company’s boa 
and incorporatg 
With one exce 
tion, all are yj 
the parent 
pany. Identific 
tion with the py 
ent company pr 
cedes titles in ¢ 





Walter O. Menge 


new company: 

Walter O. Menge, president, chaj 
man; Fred W. Clark, 2nd vice-preg, 
dent, president; Allen C. Steere, vig 
president public relations, secretay 
M. C. Ledden, vice-president and tre 
surer, treasurer of the new compan 
Dr. W. H. Scoins, chief medical dire 
tor, serving in the same capacity { 
both companies; Carl J. Aichele of th 
Detroit group office, group sales ma 


Fred W. Clark 


R. J. Murphy 


ager; Harry T. Gallagher, cashier 4 
New Jersey, assistant secretary anj 
assistant treasurer, and Robert J. Mur 
phy vice-president in charge of agen 
cies. 

Mr. Murphy has been a Prudenti: 
manager for eight years at Chicagi, 
beginning in the life insurance bus- 
ness with that company in 1932. kk 
spent four years in the company’s dis 
trict agencies organization, four year 
in the old A. Van Goldman agency it 
Chicago, followed by experience in th 
home office as a regional manager it 
the ordinary agencies and superinter- 
dent of agencies in charge of the cer 
tral area. He returned to Chicago i 
1952 as manager of his own agency. 

Initial capital and surplus of th 
new company, which will now mak 
application for a New York licens 
totals $5 million. The principal office 
are in the American Metal Clima 
Building, New York City. 


Harrison Is Braniff Buyer 


John H. Harrison has been appointei 
insurance manager of Braniff Interna 
tional Airways. He recently retired 
after 30 years with Connecticut Gen- 
eral Life, the last 19 as district group 
manager at Dallas. 

Increases Dividend Interest 

Mutual Service Life of St. Paul ha 
increased the interest rate paid 
dividends on deposit from 3 to 34% 
and will also pay 3% % on proceeds lef 
with the company to pay installment 
under the settlement options. 

Prudential’s benefit payments dur 
ing the first half of 1960 amounted 
$680,539,000, a record. Last year’ 
first-half payments totaled $654,486; 
000. 
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paced by a steadily accelerating 
owth in private plans, the funds ac- 
cumulated behind the nation’s system 
of pension and retirement programs, 
ublic and private combined, increas- 
ed by more than 150% in the last de- 
cade, to enter the 1960s with an ag- 
gregate that is rapidly approaching 
$100 billion, according to Institute of 


“Life Insurance. 


The institute drew attention to the 
performance of the private plans, in- 
sured and noninsured together. Their 
assets and reserves showed a rate of 
growth for the 1950s that was double 
their government-sponsored counter- 
parts, a reversal of the trend in the 
previous decade when government 
plans set the growth pace. 

Figures from private and government 
sources show that the resources of all 
public and private pension programs 
increased by $58 billion between 1950 
and 1959, adding up to $95.2 billion 
at the end of 1959, the institute said. 
The rate of expansion in recent years 
indicates that the level of $100 billion 
in assets will be attained by 1960. 

An important new source of capital 
and investment funds to help promote 
the growth of the economy has been 
created by the plans, the institute said, 
with private pension and retirement 
funds taking a leading role. The in- 


"§ stitute called it significant that the 
number of insured pension plans has 


more than doubled in the past decade, 
now adding up to more than 28,000 and 
representing somewhat more than half 
of all private plans. 


Assets Quadruple 


The figures show that assets and 
reserves of private pension and retire- 
ment programs practically quadrup- 
led during the last decade, rising from 
an aggregate of $11.7 billion in 1950 to 
$44.3 billion at the end of 1959. Of these 
totals, reserves of insured pension plans 
grew from $5.6 billion to $17.5 bil- 
lion in the period, while assets of non- 
insured funds increased from $6.1 bil- 
lion to $26.8 billion. 

At the same time, assets of the gov- 
ernment-sponsored retirement funds, 
which are rooted in the taxing power, 
almost doubled, rising from $25.7 bil- 
lion in 1950 to $50.9 billion at the end 
of 1959. Leaders in this group in the 
last decade were the state and local 
employes retirement programs. Their 
combined assets increased from $5.2 
billion in 1950 to $17.6 billion at the 
end of last year. 

By contrast, the OASI fund, which 
totaled $13.7 billion in 1950, reached a 
peak of $22.5 billion in 1956 and then 
receded to close the decade at $20.1 
billion. The civil service retirement 
fund grew from $4.2 billion to $9.5 
billion between 1950 and 1959, and the 
railrocd retirement fund from $2.6 to 
$3.7 billion. 

Reflecting these trends, the institute 
noted, assets and reserves of private 
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DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 














Pension, Retirement Funds Approach 
$100 Billion; Paced By Private Plans 


pension and retirement funds repre- 
sented 47% of the combined resources 
of all retirement funds at the end of 
last year as against only 31% at the 
beginning of the 1950s. Accompanying 
this growth has been a marked in- 
crease in coverage, with about half of 
all private nonfarm workers now en- 
rolled under private pension and re- 
tirement programs, insured and non- 
insured combined, as against less than 
one-third at the beginning of the 1950s. 

In keeping with their steadily rising 
assets and reserves, said the institute, 
private pension and retirement plans 
have become a significant factor in the 
capital market as a source of funds for 
promoting economic growth. Over the 
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past decade figures show that their an- 
nual contribution in this respect rose 
from somewhat over $1% billion in 
1950 to more than $5 billion in 1959. 
Corporate bonds represent the biggest 
single holding, but, in addition, insured 
plans are a big source of mortgage 
funds while corporate pension plans 
are large investors in common stocks. 

Two distinct investment practices are 
evident in government retirement pro- 
grams in their diversification in non- 
governmental investments as well as 
in their asset growth trend, and last 
year made about $2 billion available 
to the capital market. On the other 
hand, the institute pointed out, fed- 
erally-sponsored funds by law are res- 
tricted to investment in U. S. govern- 
ment securities, and because of the de- 
cline in the OASI fund since 1956 have 
shown only a negligible over-all in- 
crease in assets in the last few years. 


THE PENSION FUND DOLLAR 








Changes in its composition over the past decade 
as between assets of public and private plans 
1950 1959 
69¢ = 
~ \ 
\ : 
\ 31¢ 5 47¢ 
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Wj Public [| Private 
PREPARED BY THE INSTITUTE OF LIFE INSURANCE 











Travelers Health Challenges FTC Control 


(CONTINUED FROM PAGE 1) 
granted Travelers Health permission 
to file a brief indicating which ques- 
tions were not resolved by the higher 
court and, therefore, still remain open 
for consideration. 

In its current brief to the lower 
court, Travelers Health asked that the 
FTC cease-and-desist order prohibit- 
ing the insurer’s advertising in non- 
licensed states be set aside, pointing 
out that the Supreme Court, in its de- 
cision, held only that regulation by 
Nebraska did not of itself eliminate 
FTC jurisdiction within the meaning 
of the McCarran act. The FTC, the 
Travelers brief argued, nevertheless 
lacks jurisdiction because of already 
existing regulation over Travelers 
Health’s advertising by the states into 
which the advertising is being dissem- 
inated. This issue was not considered 
by the lower court in its prior delib- 
erations on the case because it decided 
at the time that FTC jurisdiction was 
displaced by Nebraska _ regulation, 
Travelers Health said. 

The company argued that states in 
which it is not licensed—where the 
advertising “has its impact” and where 
“the business activities have their op- 
erative force’—regulate the company 
advertising and a “nexus,” or inter- 
connection, exists between Travelers 
Health and the non-licensing states. 
Travelers Health also asserted a series 
of recent court decisions upholding the 
levying of taxes by a state against 
foreign companies establish this nexus 
between regulation of Travelers Health 
and the states in question. 

The company also cited the model 
fair trades practices act and the uni- 


form unauthorized insurers service of 
process act as evidence that states 
other than a company’s state of dom- 
icile are empowered to regulate its ad- 
vertising. It further argued that the 
FTC’s findings of deception in the 
company’s advertising “are not sup- 
ported or based upon any substantial 
or credible evidence and are contrary 
to the evidence in the record.” 

The FTC, Travelers Health noted, 
should be barred from issuing a com- 
plaint in the interests of fair play be- 
cause the commission approved the 
company’s basic advertising under its 
1950 mail order trade practice rules. 


Southland Lite Business 
Up 29% In First Half 


First half sales of Southland Life 
has amounted to a record $117,746,680, 
an increase of 29%. Individual busi- 
ness was up 33%. 

Insurance in force at June 30 to- 
taled $1,379,616,900, and the gain was 
67% ahead of a corresponding period 
last year. 


Employers’ Life Stages 
First Sales Conference 

Employers’ Life, the life affiliate of 
the Employers’ group of companies, 
held its first sales conference at the 
Somerset Hotel in Boston. New policies 
and procedures announced included 
“The Executive 50” a life policy paid- 
up at age 95 with a minimum face 
amount of $50,000 and increases in the 
company’s non-medical limits and the 
discount rate on advance premiums. 
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Conventions 


August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 24-27, Federation of Insurance Coun- 
sel, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C. 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y 

Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 
Sept. 26-28, National Fraternal Congress, an- 
nual, Queen Elizabeth Hotel, Montreal, Can- 

ada. 


Sept. 26-28, Life Office Management Assn., 
annual, Royal York Hotel, Toronto, Ont., 
Can 


Sept. 28-30, Society of Actuaries, annual, Edge- 


water Beach Hotel, Chicago. 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE+CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants L 


Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 













COMPANY 


INCORPORATED 


THE 
HOWARD E. 


Consulting Actuaries 
2859 N. MERIDIAN ST. « INDIANAPOLIS 7, IND. 








Gita Solfesnien & cS 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 















President 

William C. Safford — 
is pleased to 
announce that 
Western & Southern 
Life has increased 
its insurance 

in force to... 


THE WESTERN and SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office, Cincinnati, Ohio 


REGIONAL OFFICES 
Philadelphia, Pa. * Jacksonville, Fla. * Asheville, N. C. 
Los Angeles, Calif. 
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The management of Western and Southern and the 
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coast to coast, acknowledge with pride this achievement. 
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